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SERVELS INSTALLED 
ON LIGHTHOUSE SHIP 


SEATTLE—Electric refrigeration on 
marine vessels presents many diverse 
problems to the engineer. The lack of 
space, the need of compactness is the 
first consideration. Then the roll and 
list of the vessel must be counteracted 
in special designs of temperature con- 
trols and chilling units. Also refrigera- 
tor box must be movable to facilitate 
the frequent overhaul of the vessel. 
Usual deck location requires special ex- 
terior construction. 

These conditions and others peculiar 
to marine installations were met in a 
recent installation of a Servel refriger- 
ator unit in the U. S. S. Lighthouse 
Tender, “The Heather,” operating out of 
Seattle. The installation was made by 
the Harper-Meggee Co., Seattle, Servel 
distributor. 

With this 165-ft. boat, whose average 
trip ranges in time frem 7 to 21 days, 
electric refrigeration is most practical, 
according to the installers. The capacity 
of the system is 411 Ibs. of ice melting 
effect in 16 hours, to take care of the 
average perishable cargo of about 250 
Ibs. of foodstuffs per trip. 


Serves 16 Lighthouses 


“The Heather” services and supplies 
food and other necessities to 16 light- 
houses on Puget Sound, as well as two 
lightships located in the open ocean 
outside of Cape Flattery. Sometimes in 
bad weather, the tender is laid up for 
considerable periods, and it is at such 
times that electric refrigeration is most 
valuable in preserving foodstuffs. 


Chief Engineer Fred W. Short esti- 
mates that the investment of $1,461.25 
will be paid for in a year’s time as a 
result of food saved from spoilage. 


The Servel unit was located on the 
after deck, and careful figuring was re- 
quired to provide ample refrigeration 
within the narrow limits of space that 
could be allotted on the 20-ft width. The 
size finally adopted was 3 ft. 10 in. by 
9 ft. 6 in., composed of two compart- 
ments, the storage unit and a service 
unit, the former with a temperature of 
30° F., and the latter with a tempera- 
ture of 34° F. 


Details of Installation 


The service unit in which supplies are 
stored for current use is 2 ft. 6 in. by 
3 ft. 10 in., while the walk-in storage 
space is 3 ft. 10 in. by 7 ft. 

The refrigerator box is framed of 
vertical grain kiln dried fir, and all out- 
side walls, roof and doors are insulated 
with two thicknesses of 2-in. corkboard, 
with joints staggered, and hydrolined in 
and covered on each side with one layer 
of “Sisalkraft” waterproof insulating 
paper. 

Interior and exterior walls, ceilings 
and floor are constructed of %-in. five- 
ply fir. Besides the usual sheet steel 
lining, this unit also has No. 16 gauge 
Armco galvanized iron exterior to pro- 
tect the box from the salt spray of 
rough water. 

The refrigerator is set on 3-in. creo- 
soted skids conforming to the crown of 
the deck, to simplify moving when the 
wall back of it is to be painted. Angle 
irons securely welded to the steel bulk- 


Coming Off the Production Line 


J. C. Chambers, sales manager of Frigidaire’s new air conditioning division, visits the production line. 
fa 


head anchor the unit. All doors are 
fitted with double air-tight gaskets. 

Coils for the walk-in storage compart- 
ment are located on the side, while coils 
for the reach-in service compartment 
are located under the ceiling to econo- 
mize on space. 

To meet the problem of rolling and 
listing of the vessel, either in loading 
or in rough weather, direct expansion 
is used. 

Another feature of the installation is 
the use of shut-off valves on each coil. 
A special pan was constructed under 
the dripping drain, which carries 
drippings to a central point of exit. 

All gas lines are run through a 14-in. 
galvanized iron conduit pipe, which re- 
quired drilling through the steel girders 
to the compressor below deck. A brass 
waterproof deck fitting, tightened with 
a packing nut made this feasible. 

A %-hp., 1,750 r.p.m., 110-volt, direct 
current Wagner motor drives the model 
50-CW Servel compressor. By the use 
of two-way connections on the switch- 
board, it is possible to use both the gen- 
erator and the a.c. emergency batteries, 
the latter being used exclusively when 
the ship is in dock. 

A Filterette, No. 131, is used to pre- 
vent the noise of the motor from inter- 
fering with the radio equipment. 


UNIVERSAL COOLER INSTALLS 
32-APARTMENT SYSTEM 


LOS ANGELES—W. H. Smith & Co., 
distributor for Universal Cooler Corp. 
here, has just completed a multiple in- 
stallation in the Sinton Apartments, 916 
W. Ninth St., Los Angeles. The instal- 


lation takes care of 32 kitchens. 


to install and adjust. 


1300-10 INDIANOLA AVENUE 
320 BEAUBIEN STREET 


TYPE F 
RANCO THERMOSTAT 


A new thermostat for refrigerator control, the most 
compact unit ever built, more adaptable, and simpler 


This thermostat establishes a new standard of quality, 
and has an attractive appearance. 


Write for Bulletin 610 for full details 


THE AUTOMATIC RECLOUSIVG CIRCUIT BREAKER CO 


COLUMBUS, OHIO, U. S. A. 
DETROIT, MICHIGAN, U. S. A. 


FRIGIDAIRE SPEEDS OUTPUT 
OF AIR CONDITIONERS 


(Concluded from Page 1, Column 4) 


men in charge of our displays were 
asked to make surveys by prospects 
who observed the conditioners. 


“The fact that air conditioning now 


~~ 


is the subject of discussion everywhere, 
just as radio was 10 years ago and just 
as new automotive developments and 
designs are every year, is helping to 
establish in the minds of most people 
that something can and is being done 
about weather discomforts and that the 
means for controlling indoor atmo- 
sphere are available,” Mr. Chambers de- 
clares. 


COMMERCE MARKET 
3 DOMESTIC MODEL’ 


(Concluded from Page 1, Column 1) 


fittings are made by Mueller Brass ( 
The refrigerant is SOo. 


The three models, with net stora. 
volume of 4 cu. ft., 5 cu. ft., and 7 « 
ft., respectively, have retail prices 
$109.50, $149,50, and $179.50. 

The smallest model has the followir 
over-all dimensions: width 25 in.; dept 
20% in.; height, 52 in. Over-all dime: 
sions for the second model are: widt} 
28% in.; depth, 23% in.; height, 58% i: 
For the largest model; width, 32 in 
depth, 28 in.; height, 59 in. 

Each of the models has a one-piec 
porcelain interior, and a one-piece porc: 
lain door lining; steel bar shelving 
chromium plated hardware; lacquer ex 
terior finish. The two smaller mode): 
are equipped with two ice cube trays, 
and the larger with three trays. Right- 
hand doors are standard equipment un- 
less otherwise specified. 

A factory guarantee against defectiv: 
materials and workmanship is carried 
on the refrigerators. 


BROOKLYN EDISON PRESIDENT 
ON A. S. A. BOARD 


BROOKLYN—John C. Parker, presi- 
dent of the Brooklyn Edison Co., has 
been elected representative of the elec- 
tric light and power group on the board 
of directors of the American Standards 
Association. 

He succeeds M. S. Sloan, whose term 
expired in December, 1931. Mr. Parker 
has been a member of the American 
Standards Association Standards Coun- 
cil, representing the American Institute 
of Electrical Engineers, for a number of 
years, and was vice chairman of the 
council last year. 


=— 


chasing agent, 


the refrigeration field. 


It will enable you to 
materially. 


number of recently designed fittings 
A and valves that will enable you to 
make short cuts on refrigeration install- 
ations are described in this new catalog. 


It should be in the hands of every pur- 


designing engineer, 
plant superintendent and contractor in 


IMPERIAL BRASS 


565 South Racine Avenue 


NEW CATALO 


It Describes The Most Complete Line Of Brass | 
Valves And Fittings And Erectors’ Equipment 
Ever Offered To The Refrigeration Industry 


Imperial’s leadership in the production 
of superior brass valves, fittings and 

tools goes unchallenged. With a back- 
ground of years of experience, it is little 


wonder that our engineers are so fre- 


quently called upon by manufacturers 
to solve their problems of valve and 
fitting design. 


Write for your copy of this new catalog 


reduce costs 


which will be sent to you at once com- 


plete with the latest discounts. 


MFG. CO. 


Chicago, Illinois 
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The business newspaper of the refrigeration industry 


REFRIGERATION NEWS 


ISSUED EVERY WEEK 


MAKE DEBUT AT 
RADIO EXHIBITION 


U. S. Radio, Clago Bring 
Out Refrigerators; 
Many Exhibits 


By George F. Taubeneck 

CHICAGO, May 24—(Special Wire to 
ELectric REFRIGERATION News) — New 
models of electric refrigerators vied 
with improved radio sets featuring free- 
dom from interference for the spotlight 
at the Eighth Annual Radio Manufac- 
turers’ Association Convention and Sixth 
Annual Trade Show which began at the 
Stevens Hotel yesterday, and which will 
continue through the week. 

Anticipated showings of television 
equipment did not materialize. 

Two new hermetically-sealed refrig- 
erating units are being displayed by 
radio companies, the Clago Mfg. Corp. 
and the U.S. Radio and Television Corp., 
at the Trade Show proper. 

Other refrigeration exhibits at the 
Trade Show are those of Crosley, fea- 
turing a 3.5 net cu. ft. model at $89.50 
f. o. b. factory; Sparks-Withington, 
showing new 10.6 and 12.7 gross cu. ft. 
models; All-American Mohawk, exhibit- 
ing its new Chil-Wel line, beginning at 
$99.50, with the unit in the top; and 
Stewart-Warner. 

In the adjoining Congress Hotel, the 
following refrigeration manufacturers 
are displaying full lines: Norge, Majes- 
tic, Servel, Zerozone, Buckeye, Fada, 
Grinnell, King Kold, Jewett, Freeze 
King, and Sanitary. 

In addition to radio exhibits in this 
hotel were products displayed by Elec- 
tromaster Inc., Double Action Mfg. 
Corp. (Toast King), and the Malleable 
Iron Range Co. (which did not show its 
new electric refrigerators). 

Nearby on Chicago’s magnificent 
Michigan Boulevard are special and 
elaborate exhibits maintained by Gibson 
and Jewett. Also within a few steps 
of the Stevens is the permanent show 
room of the L. C. Wiswell Co. (Leonard, 
Kelvinator, Electrochef ranges, Dexter 


(Concluded on Page 16, Column 1) 


McCREA PUSHES MERRIAM 
IN G. E WAR CAMPAIGN 


CLEVELAND—(Special Wire to ELec- 
TRIC REFRIGERATION News)—The longest 
advance into enemy territory made by 
any field army of Refrigerania since the 
declaration of the General Electric 
Monitor Top war was made last week 
by forces under command of General 
Cc. L. McCrea, distributor at Washing- 
ton, D. C. 

Not only did McCrea make a drive of 
128.9 miles, but he cut down the lead 
of Generalissimo A. Wayne Merriam, 
Albany, to almost half what it was a 
week ago. 

The Modern Home field army, Water- 
bury, Conn., commanded by J. E. Neily, 
showed a considerable increase last 
week over the distance covered during 
the week before. Commander Neily and 
General McCrea are virtually the only 
4, Column 3) 
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Exports 


HOMER N. HARDY 
Recently appointed export man- 
ager of Trupar Mfg. Co. 


TRUPAR MAKES HARDY 
MANAGER OF EXPORTS 


DAYTON—Homer H. Hardy, formerly 
assistant foreign manager of Frigidaire 
Corp., has been appointed manager of 
the export department of the Trupar 
Mfg. Co., maker of Mayflower electric 
refrigerators. Appointment was an- 
nounced by H. J. Hunt, president of the 
company. 

Mr. Hardy has spent 14 years in the 
export business; in the course of his 
duties he has circled the globe three 
times, and has established business rela- 
tions in such territories as Hawaii, 
Japan, China, the Federated Malay 
States, Burma, Dutch East Indies, New 
Zealand, and Australia. 


FIVE MODELS INCLUDED IN 
NOME REFRIGERATOR LINE 


DETROIT—Five models ranging from 
a box of 4.5 cu. ft. net capacity to one 
ef 7 cu. ft. capacity in size, and from 
$99.50 to $195 in price, are included in 
the line of the Nome Refrigerator Co., 
which has its offices and plant at 4856 
Cass Ave. in this city. 

The Nome company has been in active 
operation since the early part of 1932. 
It succeeded the Cadillac Refrigerator 
Co., taking over its offices and plant. 

L. R. Richards is president and gen- 
eral manager of the company. Mr. Rich- 
ards was formerly vice president of the 
Triangle Motor Freight Forwarding Co. 
and was at one time president of the 
Robert Gotfredson Truck Co. 

L. F. Babcock is sales director of the 
new company. 

The Nome company is selling through 
dealers in the Middle West at the pres- 
ent time, Mr. Richards states. Plans 
|}are being made, he asserts, for a na- 
tional distribution of the line both 
| through direct-to-dealer and distributor- 
ship set-ups. 

Smallest of the Nome models is a box 
with 4.5 cu. ft. net food storage capacity 

(Concluded on Page 2, Column 1) 


S weeney Explains Production 


Methods of General Electric 


By John T. Schaefer 


DETROIT Production managers 
from several cities traveled to Detroit 
Monday, May 23, to meet with the local 
section of the American Society of Re- 
frigerating Engineers, to hear A. M. 
Sweeney, manager of production and 
distribution division of the General Elec- 
tric refrigeration department, and to 
see talking movies of Kelvinator pro- 
duction operations. 

Louis Ruthenburg, president of Cope- 
land Products, Inc., and chairman of 
the session, pointed out that production 
technic in the refrigeration industry is 
rapidly advancing in step with sales, 
and that with the current shift from a 
buyer’s market to a seller’s market, an 
added responsibility is being imposed 
upon production men to reduce costs 
with continued quality. 

“Until now we have been regarding 
production problems as chiefly of a 
technical nature,” he declared. “Now we 
should give increasing attention to the 
economic and human aspects. 

“The industry’s progress in this di- 
rection will follow the free interchange 
of information,” he believes. 


“Production Planning for General 


| Electric Refrigerator Manufacture,” was 
| the subject of Mr. Sweeney’s talk. He 
| first averred that General Electric’s pro- 
duction problem is somewhat compli- 
cated by the fact that it manufactures 
| practically all the component parts that 
go into its refrigerator with the excep- 
tion of hardware, nameplates, and glass 
chill trays, all of which should be 
| produced at a rate to meet sales re- 
| quirements. 

“A record of past sales, or an estimate 
of expected sales, is, of course, the basis 
of all production planning,” he said. 
“Every production man knows from bit- 
ter experience that sales department 
estimates, made in advance, are not 
very reliable for production planning. 

“Personally, I would much prefer to 
take actual past sales-performance rec- 
ords, where available, plus a good broad 
view of market opportunities as a basis 
for production, than to take any sales 
quota figures from the sales department 
—even though they may be based on 
quotas which have been accepted by dis- 
tributors and dealers,” he declared. “In 
my opinion, sales departments are too 

(Concluded on Page 12, Column 1) 


DETROIT, MICHIGAN, MAY 25, 1932 


Entered as second-class matter 
Aug. 1, 1927, at Detroit, Mich. 


UNIVERSAL SALES 
SHOW GAIN OVER 
‘31 FISCAL YEAR 


Dollar Volume 150% 
Of Similar Period 
Last Year 


DETROIT—Universal Cooler Corp.’s 
dollar volume of sales as it nears the 
completion of the third quarter of its 
fiscal year (which ends in October), is 
150 per cent of its dollar volume for 
the similar period of its last fiscal year, 
according to a statement made last 
week by J. W. Taylor, vice president and 
treasurer. 

Because of lowered prices the percent- 
age of increase on number of units sold 
would be higher than this figure, Mr. 
Taylor believes, but no figures have been 
tabulated along this line at the present 
time. 

The part of the Universal Cooler Corp. 
plant in which the compressors are ma- 
chined is working 24 hours a day, three 
shifts of eight hours each. The assembly 
line is working seven days a week, eight 
hours a day. 

The increase shown by the Universal 
Cooler Corp., Mr. Taylor states, has 
come about through a pick-up in busi- 
ness in certain commercial fields, notice- 


(Concluded on Page 2, Column 4) 


GRAYBAR TO MARKET 
ILG-KOLD MACHINES 


under the name of the Graybar Ilg-Kold 
will shortly make its debut under the 
guidance of the Graybar Co. according 
to an announcement by Herbert Metz, 
sales promotion manager of Graybar. 

It is being manufactured by the Ilg 
Electric Ventilating Co. of this city, 
and will be marketed in the territories 
covered by the Chicago and Pittsburgh 
branches of Graybar. The new product 
has already been introduced in Canada 
by the Northern Electric Co. 

Models in the line will range from 4- 
cu. ft. to 15-cu. ft. capacity. A series of 
models in porcelain as well as models 
with lacquer exteriors will be included. 

A patented temperature control is 


one of the features of the _ box, 
according to the announcement. This 
temperature control operates in the 


compressor only as long as necessary, 
and eliminates manually operated tem- 
perature control dials. The mechani- 
cal equipment has been tested in actual 
service in the home for more than five 
years. 

The Ilg Electric Ventilating Co. has 
been making air conditioning and ven- 
tilating equipment for the last 26 years. 
Graybar distributes this equipment. 


NORGE DISTRIBUTORS MEET 
IN CHICAGO AND MUSKEGON 


DETROIT, May 23.--Norge Corp. of 
Detroit will hold a two-day distributor 
convention, Tuesday and Wednesday, 
May 24 and 25. Distributors and their 
sales managers from all parts of the 
United States will attend. 

The first day’s session will be held in 
Chicago, while the second day will be 
spent in the Norge cabinet plants at 
Muskegon Heights, Mich. A_ special 
train will carry the entire party, in- 
cluding officials of Norge and Borg- 
Warner to Muskegon and back to Chi- 
cago. 

The convention program will be in 
charge of John H. Knapp, vice presi- 
dent and director of sales for Norge 
Corp. Among the speakers, in addition 
to various distributors, will be Major 
Howard E. Blood, president of Norge 
Corp., and first vice president of Borg- 
Warner; C. D. Donaven, secretary and 
treasurer of Norge; C. S. Davis, presi- 
dent of Borg-Warner; George W. Borg, 
chairman of the board; Paul H. Davis 
and John Fletcher of Borg-Warner; M. 


(Concluded on Page 4, Column 4) 


LEONARD APRIL SHIPMENTS 
INCREASE 124% 


DETROIT — Shipments of Leonard 
electric refrigerators in April, 1932, 
registered an increase of 124 per cent 
over April, 1931, according to announce- 
ment at Leonard factory headquarters. 
March, 1932, sales were 114 per cent 
above those for the same month last 
year. 


Apartments 


GEORGE D. KOBICK 
Chosen manager of General Elec- 
tric apartment house division. 


KOBICK HEADS 6. E. 
APARTMENT. DIVISION 


CLEVELAND—George D. Kobick, for 
two years apartment house division spe- 
cialist in the General Electric refrigera- 
tion department, has been advanced to 
manager of that division, according to 
announcement by P. B. Zimmerman, 
general manager of the department. 

Mr. Kobick succeeds Joseph J. Dono- 
van, who is now manager of the newly 
organized air conditioning department. 
He is a graduate of Lewis Institute, 
Chicago, and had 11 years experience 
with the Commonwealth Edison Co., 
Chicago. 

In 1926 he became a district repre- 
sentative for Servel, Inc., and was 
later placed in charge of the service 
and warehousing departments in the 
central division. 

Two years later he joined the General 
Electric distributing organization with 
Ochiltree Electric Co., Pittsburgh. As 
manager of the apartment house divi- 
sion there he attracted attention of offi- 
cials of the refrigeration division, Cleve- 
land, and was transferred here. 


Sweeney to Head 
Merged Divisions 


CLEVELAND — Coordination of the 
warehouse and distribution activities 
under the direct management of A. M. 
Sweeney, formerly manager of refrig- 
erator production, was announced re- 
cently by P. B. Zimmerman, general 
manager of the General Electric refrig- 
eration department. The new division 
will be known as the production and dis- 
tribution division. 

According to the announcement, the 
change was made that Glenn C. 
Wasson, formerly manager of the dis- 
tribution division, may be free to carry 
on special sales and operating services 
throughout the United States. Wasson 


sO 


has been given the title of assistant to} 


the manager. 


| 


TEN CENTS PER Copy 
THREE DOLLARS PER YEAR 


PLAN MONTHLY 
SURVEY OF SALES 
& DEALER STOCKS 


News & Manufacturers 
Association Will 
Cooperate 


By F. M. Cockrell 

HOT SPRINGS, Va.—Industry publi- 
city and statistics, manufacturing stand- 
ards and commercial practices, guaran- 
tees and terms, and other problems of 
mutual interest to electric refrigeration 
manufacturers were discussed at a two- 
day session of the Refrigeration Divi- 
sion which met here May 17 and 18 in 
company with other divisions and sec- 
tions of the National Electrical Manu- 
facturers Association. 

Accredited members only were ad- 
mitted to the executive sessions, at 
which numerous committee reports were 
presented. In accordance with the usual 
practice of the Association, no report 
of action taken will be available until 
released through the headquarter’s of- 
fice of the Association, located in the 
Graybar Bldg., New York City. 

Unofficially announced was the action 
of the executive committee approving 
a plan proposed by ELectric REFrIGERA- 
TION News for collecting monthly fig- 
ures from manufacturers showing sales 
and stocks on hand for all classes of 
refrigeration equipment. The experi- 
ence of the Nema organization, accumu- 
lated during the past year through the 
collection of statistical data from mem- 
ber companies, will be made available 
to the statistical department of Exvectric 
REFRIGERATION News. 

The plan is the result of urgent re- 
quests for accurate information regard- 
ing the condition and trend of the in- 
dustry. Owing to the influx of new 
companies into the business and the 

(Concluded on Page 4, Column 4) 


‘DEPRESSION MAN-MADE,’ 
KETTERING TELLS AD. MEN 


CINCINNATI —“The_ depression is 
man-made, and the seat of the evil is 
the human mind; it will last until we 


can develop something which will pene- 
trate the ossified human minds which 
have become almost impregnable to the 
assault of new ideas,” C. F. Kettering, 
president of the General Motors Re- 
search Corp., told members of the As- 
sociation of National Advertisers at 
their annual banquet, held at the Neth- 
erlands Plaza hotel, here, May 21. 

“Our minds are formula dead,” 
Kettering declared. 

“We have become so used to reducing 


Mr. 


the principles of life and of business to 
a formula that we have concluded, ap 
parently, that the millenium has been 
reached and all that remains to be done 
is produce and sell in steadily increa 
ing numbers the most desirable things 
which we have at hand 

“We are emerging from a period of 
development in which we lost sight of 


the fact that as we go ahead new need 


(Concluded on Page 4, Column 5) 


Sparton Introduces Two Larger 
Units at Distributors’ Meeting 


By John T. Schaefer 


JACKSON, Mich. 
refrigerators and five new radio models 
were introduced to distributors 
Sparks-Withington Co. here, Saturday, 
May 21, in a Sparton distributors’ meet- 
ing which attracted about 150 men han- 
dling Sparton radios and refrigerators. 

The refrigeration plant of the com- 
pany, at Michigan Center, is now work- 
ing practically 24 hours a day, and is be- 
hind in deliveries to the extent of 25 
carloads of refrigerators, Earl Brower, 
refrigeration sales manager reported. 

Harry Sparks, vice president in charge 


Two new two-door | or 


of the | insulated 


| 


of sales, unveiled the new products, and | 


pointed out the features of each. 
The new refrigerator L-106 is a larger 


model than has previously been included | erating compressor units in the top of 


plete refrigerator is 850 Ibs 

Model L-127, the second and large! 
of the two new two-door refrigerator 
lis finished in lacquer, and provides 12.7 
cu. ft. of gross food storage capacity 
Its net cubical content is 11.1 cu. ft 
and its shelf area is 21 sq. ft, Nema 
ratings. It lists at $435, f. o. b. factory 

Two separate and independently op 


low-temperature storage for frozen 


foods, ice cream, ete The cabinet 
with 4 in. of Balsam Wool 
in the sides, back, and door, 4% in. in 


the bottom, and 2 in. in the top 

The L-106 cabinet stands 61% in. high 
38 in. wide, and 30 in. deep, overall di 
mensions. Shipping weight of the com 


refrigeration The 


in the Sparton line, and has 10.6 cu. ft. of |the cabinet supply 


gross cubical content, with 9 cu. ft. net.|system is controlled master 


by one 


Its shelf area is 19 sq. ft., all measure-|switch and two independent circuit 

ments being according to Nema ratings. | breakers. 

It sells for $375, f. o. b. factory. Each compressor serves a standard 
includes two coupled | five-tray evaporator, one in each side 


The high side 
compressors serving one large evapora- | of the cabinet. Together the 
tor which supplies 108 ice cubes, or 10% | tors furnish 182 ice cubes, or 18.6 lbs 
Ibs. of ice. A separate cold compart-|of ice. Each evaporator has a low 
ment provides fast freezing of ice cubes, | (Concluded on Page 2, Column 5) 


evapora- 
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DETROIT FIRM SELLS 
NOME REFRIGERATOR 


(Concluded from Page 1, Column 2) 
retailing at $99.56. There are two 5.5 
cu. ft. models, one retailing at $129 and 
the other at $159. The cheaper box has 
2 in. of cork insulation, where the more 
expensive model has 3 in. of Dry-Zero, 
and the $159 box has an automatically- 
operated interior light and other special 
features, Mr. Richards explains. 

Next in size is a 6-cu. ft. net cabinet 
priced at $179. The largest model is a 
7-cu. ft. net box which sells at $195. 

Brunner compressors are used in the 
Nome refrigerator. The 4.5-cu. ft. model 
takes a Brunner compressor model S-95, 
with an ice melting effect of 95 lbs. per 
24 hours. All other models are equipped 
with a Brunner model S-135 compressor 
with an ice melting effect of 135 Ibs. 
per 24 hours. 

Leland or General Electric 1/6 hp. 
motors developing 375 to 425 r.p.m. are 
use to power the compressor. 

The compressor is fitted with bronze 
bearings and piston rings, and a bal- 
anced bellows seal. 

The cabinet is made by the Rhine- 
lander Refrigerator Co., the entire job 
being assembled at the Nome plant. 

Exterior finish is lacquer (3-coat 
Duco) on all models. All models are 
equipped with a porcelain liner. 

McCord evaporators are used. The ex- 
pansion valve is by Detroit Lubricator 
Co. Ice cube trays are of American 
Radiator Co. make. 

Insulation is 2-in. cork on the $99.50 
and $129 models, and 3-in. Dry-Zero on 
all others. 

Door strips are Bakelite on all models 
but the $99.50 job, which has a door 
strip of wood. The small model is 
equipped with a double rubber gasket, 
while the other models have a single 
rubber gasket. 


A President Points with Pride 


L. R. Richards, president of the Nome Refrigerator Co., Detroit, points 
out some of the features of a 5.5-cu. ft. model for a group of dealers. 
The five models in the Nome line have a price range from $99.50 to $195. 


Number of ice cubes which can be 
made at one freezing with the 4.5 model 
is 36; with the 5.5 models, 56; on the 
6-ft. model, 84; with the 7-ft. model, 84. 

“Floating power,” making for quiet 
operation, is claimed for the Nome, with 


the compressor, located in the bottom | 


of the box, being mounted on a 4-point 
rubber support. 


All models have the Tagliabue 10-| 
point temperature control, with man-, 


ually-operated defrosting switch which 


keeps the box above 50° F. while de- | 


frosting. 
Hardware is chrome plated. All mod- 


els have glass trays under the evapora- | 
tor, and the lower shelf is cut out for | 


bottle storage. 


FREEZE KING CORP. LETS 
STEEL CABINET CONTRACT 


CHICAGO—Charles L. Moorman, vice 
president of Western Pipe & Steel Co., 
|}announces receipt of a contract from 
the Freeze King Refrigerator Corp. for 
steel cabinets to be used in Freeze King 
refrigerator manufacture. 


Molner Products Corp., sales agent for 
| Freeze King in Chicago, is now open- 
|ing display rooms at 173 N. Michigan 
|Ave.; five additional outlets will be 
|}opened within a few days, it was an- 
| nounced. 


| 


S| dalsltanceaal increasing your overhead or sales 


in any way, you can 


expense 
extra profits that Toast King offers. 


And it és profitable! The Toast King is moder- 
below competition but high 


ately priced 


enough to give a margin of profit that is well 
worth while. Its advantages are instantly appar- 
offered so 


ent. Never before has any toaster 


many exclusive conveniences and practical selling 


teatures. 


There is a special merchandising plan for dealers 
refrigerators and 


and distributors of electric 


radios. 


this profit? 


Write for Details 


Double Action Manufacturing 


Corporation 
Grand Rapids, Michigan 


Pioneers in the Electric Toaster Field 


OL 


TOAST FIT FOR A KING 


Preferred dealers are given exclusive 
rights to this plan. Get the facts. Why not have 


reap the 


TOASTS TWO SLICES, 
BOTH SIDES, AT ONCE 


os 
TOAST CANNOT BURN 
« 
KEEPS TOAST HOT 
* 


MAKES DARK, MEDIUM 
OR LIGHT TOAST 


PILOT LIGHT SIGNALS 
WHEN TOAST IS DONE 


ad 
VISIBLE ADVANTAGES 
€ 
TROUBLE PROOF 
s 
NATIONALLY ADVERTISED 
e 


A ROYAL PROFIT 
IN EVERY SALE 


Sells Display Case 
Before It’s Built 


RIVERSIDE, Ill.—Samuel Kaar, 
salesman for Charles Osberg, Gen- 
eral Electric refrigerator dealer 
here, has delivered a D-100 display 
case which was ordered in Febru- 
ary, 1930, more than a year before 
General Electric started to manu- 
facture display cases. 

At the time Kaar made the sale, 
there were rumors in the field that 
the company would soon manufac- 
ture some kind of refrigerated dis- 
play case. He visited a Mr. Nielsen, 
baker, and persuaded him to wait 
before buying any other display 
case. Some weeks later, Nielsen 
handed him $250 as a down payment 
when the case should be manufac- 
tured and should arrive. 

Kaar found it necessary to “re- 
sell” Mr. Nielsen from time to time 
to convince him to wait, but the dis- 
play case is now installed success- 
fully. 


UNIVERSAL COOLER SHOWS 
GAIN IN DOLLAR VOLUME 


(Concluded from Page 1, Column 8) 
ably the New England milk-cooling field, 
and through an increase in the num- 
ber of manufacturers of complete refrig- 
eration systems who are using the Uni- 
versal Cooler compressor. 

The demand for milk-cooling in New 
England has come about through state 
health ordinances which require farmers 
to pre-cool their milk, and because of 
the natural ice shortage which has made 
itself felt throughout the East, Mr. 
Taylor points out. 

One dairy supply house in Connecti- 
cut, which has been handling the Uni- 
versal Cooler line, has dropped all its 
other appliances and is concentrating 
all its efforts on milk-cooling, according 
to Mr. Taylor. 

Universal Cooler has been working 
with some of the firms which have been 
experimenting with complete air condi- 
tioning systems for commercial use, Mr. 
Taylor stated. He declared that for the 
present the approach of the Universal 
Cooler Corp. to the air conditioning field 
would be along the line in which they 
have been experimenting—supplying the 
refrigeration for a complete system. 


PLAN OF ALBANY BUREAU 
SHOW GETS COMMENDATION 


ALBANY, N. Y.—The compete plan 
of the recent Albany Electric Refrigera- 
tion Show, as submitted in portfolio 
form to national headquarters of the 
Electric Refrigeration Bureau, has been 
reproduced in photostatic form for dis- 
tribution to all local bureaus in the east- 
ern division of the bureau. 

Frank W. Smith, regional director in 
that territory, made the distribution; 
with the show plan he sent a letter com- 
mending the work of the Albany bu- 
reau as “a perfect example of effective 
bureau activity and central station co- 
operation.” 

The Albany show attracted more than 
10,000 visitors, in spite of a blizzard 
which raged fully half of the week of 
the show. 


GERARD SWOPE GETS MEDAL 
OF ACADEMY 


SCHENECTADY, N. Y.—The gold 


| medal of the National Academy of So- 


cial Sciences has been awarded to Ger- 
ard Swope, president of the General 
Electric Co., “in recognition of his con- 
structive social services, particularly his 
contributions to Greenwich House, 
which is celebrating its 30th anniver- 
sary, and his plans for dealing with 
unemployment.” 

In accepting the medal, Mr. Swope 
stated that the chief honor at Green- 
wich House belonged to its founder, 
Mrs. Mary Simkhovitch, and that the 
unemployment plans put in effect in 
General Electric Co. were due in a large 
measure to Owen D. Young, chairman 
of the board. 


Pure, bone dry. Every 
container analyzed. A 
perfect product guaran- 
teed. 


| 
| 
| 


SPARTON INTRODUCES 
TWO LARGER MODELS 


(Concluded from Page 1, Column 5) 


temperature chamber. Each side of the 
cabinet has an interior electric light op 
erated by the door on that side. 

Insulation in the L-127 is Balsam 
Wool, with 4 in. in the sides, back, and 
door, 4% in. in the bottom, and 2 in. in 
the top. Exterior dimensions are 61%, 
in. high, 44 in. wide, and 30 in. deep 
Crated for shipment, the refrigerator 
weighs approximately 950 Ibs. 

Introduced by Harry Sparks, and de- 
scribed in some detail by S. W. Seeley, 
radio engineer, the new radio models 
are: model 14, an 8-tube superhetero- 
dyne selling for $69.50; model 18, a 10- 
tube superheterodyne listing at $94.50; 
model 27, a 13-tube superheterodyne 
with doors listing at $129.50; model 28, 
with the same 13-tube chassis as model 
27, but with three loud speakers operat- 
ing simultaneously (list price $165); and 
model 20, a combination phonograph 
and radio listing at $195. 

Automatic volume control has been 
incorporated into the new models, Mr. 
Seeley explained, by the use of new tubes 
numbers 56, 439, and 70. Features of 
the new tubes were explained by C. J. 
Kayko, experimental engineer. 

A new auto radio, model 74, featuring 
automatic volume control, and listing 
at $79.50, was also shown. 

Much interest of the assembled dis- 
tributors was centered on the new Spar- 
ton “repealer” horn which sounds the 
plaintive notes of ‘How Dry I Am.” 

E. T. Hutchinson, radio sales man- 
ager, announced that while the com- 
pany has no intention of placing radio 
and refrigerator distributors in the auto- 
mobile horn business which comprises 
a substantial portion of the Sparks- 
Withington Co. business, these new “re- 
pealer” horns will be available to radio 
and refrigeration outlets for immediate 
delivery in order to get them popular- 
ized on the highways of the country. 

Capt. William Sparks, president, em- 
phasized the position of the company 
as being neither for nor against prohibi- 
tion, but pointed out that executives 
expected to capitalize on the immediate 
opportunity for sales of this type of 
horn. 

In concluding the official sessions of 
the day, Mr. Brower lauded the work 
of the N. E. L. A. Electric Refrigera- 
tion Bureau, and urged Sparton dis- 
tributors to participate in its activities. 


SALES OF WILLIAMS OIL 
BURNERS SHOW INCREASE 


BLOOMINGTON, Ill.—Sales of Wil- 
liams Oil-O-Matic oil burners increased 
423.8 per cent in cities of 50,000 to 100,- 
000 population during 1931, a survey con- 
ducted by the Williams Oil-O-Matic 
Heating Corp. indicates. 

The survey was prepared to discover 
the progress which oil burner sales are 
making in cities of various population 
groups. 

In towns of 10,000 to 25,000 popula- 
tion during 1931, Oil-O-Matic shipments 
showed an average increase of 363.1 per 
cent over 1930. In towns of 25,000 to 
50,000 population, shipments showed an 
increase of 369.1 per cent over the pre- 
ceding year. 

In cities of 100,000 and more, burner 
shipments showed an average increase 
of 171.2 per cent over 1930. In villages 
under 10,000, the figure of increase was 


| 296.3 per cent. 


MRS. PAYNE GETS RANK OF 
SERGEANT IN CONTEST 


NEW LONDON, Conn.—Mrs. Jennie 
L. Payne, thrice a Topper and star sales- 
woman for Modern Home Utilities, Inc., 
distributor for General Electric refrig- 
erators in Waterbury, Conn., has already 
attained the rank of sergeant in the 
Modern Home Field Army of Refrig- 
erania 

This honor was conferred upon Mrs 


Payne at the end of the first eight 
weeks of the sales drive when she 
reached 100 per cent of quota. During 


the month of April, Mrs. Payne sold 18 


|G. E. refrigerators in New London. 


Ansul Sulphur Dioxide 
UNIFORM ALWAYS 


For divect charging. 


ANSUL CHEMICAL COMPANY 


MARINETTE = WISCONSIN 


Ds As DS AS DS Hs A A 


Nine sizes of cylinders 
from 2 to 150 pounds. 
Also ton drums. Stocks 
in principal cities. 
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THE MOST 


4 


- REFRIGERATOR IN THE 


STINCTION «» ECONOMY 


AT A TIME WHEN BOTH ARE APPRECIATED ! 


re- 

er The Gibson Electric is a refrigerator to be proud of .... one is proud to 

es own it and proud to show it. Proud of its matchless beauty, its conven- 

s iences and superb performance. The first cost is low — as low as Gibson 

quality permits and MownoUnNiT power assures economical, trouble-free 
service. Investment in a Gibson is protected by over half a century of 

ie AS LOW AS exclusive refrigeration experience. 

“ Today, as never before,the public is buying carefully ... . thoughtfully. 

ay 5 5 0 No wonder Gibson sales are showing such a tremendous gain. Where else 

e- 4 a can one find such outstanding value? 

's 

o There is profit in the Gibson line. Sound,permanent profit. It can be yours. 

1s 


4 N S TA : L E D Write for Complete Details. 


IN THE HOME GIBSON ELECTRIC REFRIGERATOR CORPORATION 
GREENVILLE - MICHIGAN 


EXPORT SALES DEPT. IN CANADA 
201 N. Wells St. TRESTRAIL CORPORATION, Ltd., 


Chicago, Ill., U.S. A. 
: 255 Spadina Ave. 1100 Craig St.., 
Cable Address Toronto East Montreal 
*GIBSELCO” Chicago, Bentley Code Montreal, Quebec 
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IDEAS AND VIEWS AND 
IMPRESSIONS EXPERIENCES 
By F. M. COCKRELI 
Galvanometer By this arrangement, manufacturers 


Poise, balance, quiet, serenity, equilib- 
rium, control. These words come to 
mind when one thinks of Hot Springs, 
Va. They also characterize the National 
Electrical Manufacturers Association. 
They apply equally well to Louis Ruth- 
enburg, chairman of the Refrigeration 
Division. Connect these three in the 
same circuit with a galvanometer and 
you will have zero in excitement. 

If Editor Taubeneck had attended the 
Nema Refrigeration Division meeting 
he would probably have rhapsodized 
over the Hot Springs verdure, the moun- 
tains, the horses, or the old ladies on 
the front porch. If refrigeration history 
was being made, it was not noticeable 
to the naked eye. 

If any momentous decisions were 
made or if strong antagonistic forces 
engendered by keen competition were 
at work during the meeting, there was 
no outward evidence of the struggle. If 
any heated arguments were waged over 
the future welfare of the industry, 
agreements must have been reached in 
the committee rooms or on the golf 
course. At no time was the tradition- 
ally quiet and reserved atmosphere of 
the Homestead lobby disturbed. 

* * * 


Tenseness 


Casual conversation, however, indicat- 
ed that a lot of serious work had been 
done by the committees. Executives oc- 
casionally betrayed some tenseness over 
conditions in the industry. 


One bit of information picked up 
by your correspondent from one of 
the master minds of the industry 
was that the electric refrigeration 
business is going to sell via the 
radio route. This official indicated 
that he does not intend to let any 
other company get there first, if he 
can help it. 


The above paragraph contains a typo- 
graphical error. I wrote it: ‘—the re- 
frigeration business is going to hell via 
the radio route.” 

Perhaps the compositor was inspired. 
I was inclined to doubt whether the 
“master mind” really meant what he 
said. I have an idea that he meant sell 
instead of hell anyway. 

* * * 


Dealer Stocks 


While electric refrigeration has defied 
the depression and maintained a sur- 
prising resistance to general economic 
conditions, there is a growing feeling 
that danger lies ahead. Sales of some 
of the largest companies have already 
flattened out and these concerns are 
keeping a tight rein on production. 

So far, the stocks in the hands of 
their own distributors and dealers offer 
no grounds for alarm but it is feared 
that the multiplicity of new dealers may 
have the same effect as the piling up 
of abnormal stocks in the hands of 
established outlets. 

It is pointed out that practically any 
new dealer can dispose of a few ma- 
chines to personal friends and relatives, 
but if the number of new dealers con- 
tinues to increase at the same rate as 
during recent months, it is probable 
that the easy market may soon be satis- 
fied and that the new dealers will be 
forced to dump their stocks with a de- 


moralizing effect on the market. 
. * * 


Overproduction 

friends have suggested that 
the News editorialize on the dangers 
of overproduction. We would gladly do 
so if we thought it would do any good. 


Several 


More potent, we believe, will be 
actual facts and figures showing 
sales to dealers each month and 
stocks remaining in their hands. 


When reliable statistics for the entire 
industry are available, manufacturers 
should have ample warning of any in- 
ventories. If they fail to heed the dan- 
ger signs, they will pay the penalty. 

But, I hear someone say, that does 
not help the sales of those who slow 
down their production 

True enough, but those who keep their 
affairs in order will be ready to do busi- 
ness at the old stand after the drunken 
orgy is over. 

Just because a lot of fly-by-nights go 


crazy is no reason why a sound, well- 
managed concern should do likewise. 
* * * 


Secret Service 

According to the plan for collect- 
ing statistics, the reports of individ- 
ual manufacturers will be kept ab- 
solutely confidential and only the 
total figures showing sales and 
stocks for the various sizes and 
classes of equipment will be made 
public. The forms and system de- 
vised by the Nema organization will 
be used. 


make their reports on plain blanks 
which carry no identification marks. A 
special envelope is used which bears a 
code number known only to one person. 
This envelope is enclosed in a second 
envelope for mailing. 

On receipt of the report, the inside 
envelope is removed and the number 
checked off the list. When all neces- 
Sary reports are received, the plain en- 
velopes with their enclosures sealed, are 
turned over to the statistical depart- 
ment. 

Thus the person who receives the re- 
ports does not see the figures and the 
statistician who compiles the totals does 
not know the source of the reports. 

Experience has shown that it is some- 
what difficult to make the system work 
perfectly at first owing to errors in 
the reports of individual companies. 
After the plan is thoroughly understood, 
however, it gives the desired informa- 
tion and protects the manufacturers 


from possible misuse of their data. 
« . 


Research 


How a good student of figures can 
read between the lines of a publisher’s 
market survey is shown by the way R. 
C. Dunkel, research director of the Geyer 
Co. (advertising agency for Frigidaire), 
has handled the data recently prepared 
by Time magazine. 

The following correspondence tells the 
story. The analysis of the Time figures 
is reprinted in full in the adjoining 
columns. 


The Geyer Company 
Dayton, Ohio 
May 10, 1932. 
Mr. Cockrell: 

In your issue of May 4, you seem to 
be all at sea concerning the proper 
adaptation of Time’s survey, “Markets 
by Incomes” to the electric refrigeration 
problem. 

Permit me to give you a copy (at- 
tached) of the application we have made 
of the figures given in Time’s very help- 
ful study. 

R. C. DUNKEL, 
Research Director. 


ELectric REFRIGERATION News 
Detroit, Mich. 
May 14, 1932. 
Mr. Dunkel: 

Many thanks for your letter of May 
10 enclosing a copy of the figures show- 
ing the application which you have 
made of Time’s survey of “Markets by 
Incomes.” 

It seems to me that your adaptation 
of the data brings out the point which 
I endeavored to make in commenting on 
the charts in the book. On page 4 you 
have estimated the distribution of the 
1932 potential market. I note that the 
$10,000 income group represents a mar- 
ket potential of only 28,000 refrigerators, 
or 2.8 per cent of the total, whereas the 
$2,000-$3,000 income group represents a 
potential market for 384,000 refrigerators, 
or 38.4 per cent of the total. I endeavored 
to call attention to the misleading char- 
acter of the colored charts in the Time 
book and pointed out that the “statisti- 
cal device” gives the impression that the 
high income group represents the larg- 
est market for electric refrigerators. If 
your figures on page 4 were put in chart 
form, the high income group would ap- 
pear as a negligible part of the market, 
and the $2,000-$3,000 group would stand 
out as the largest potential market. 

Your second set of figures on page 4 
also seems to emphasize “the shift of 
the market to lower income levels,” 
which is in accordance with my conclu- 
sions in the next-to-the-last paragraph 
of my article, where I said that the big 
market is in the low income group. 

In other words, it seems to me that 

|} your conclusions are the same as mine, 
| and I do not understand your comment 
|} that I “seem to be all at sea.” 
I will appreciate it very much if you 
will explain the matter further to me. 
Please understand that it is not my pur- 
pose to take issue with you, because I 
| want to get the matter straight in my 
own mind. 


F. M. CockKRELL, 
The Geyer Co. 
Dayton, Ohio 
May 17, 19382. 


Pardon me for saying you were “all 
}at sea.” What I meant to say was that 
| there is really nothing mystical about 
|the figures in Time’s “Markets By In- 
comes.” 

I got the impression from your article 
|that you were throwing a few well 
|chosen rocks at Time for presenting a 
|set of inaccurate statistics. It was only 
natural that Time, in common with 
| other publishers, should tell only that 
|part of the story that reflects to its 
| credit. 

The clever thing about the survey is 
that Time gets its story across and at 
the same time presents some actually 
valuable statistics which advertisers, 
| with a little endeavor on their own part, 
{oun put to good use. And such a thing, 
I might say, is a rare occurrence in the 
}annals of publication surveys. 

R. C. DUNKEL, 
Research Director. 


Mr. Cockrell: 
| 


McCREA PUSHES MERRIAM 
IN G. E. WAR CAMPAIGN 


(Concluded from Page 1, Column 1) 
leaders who stand a fair chance of 
“breaking” Generalissimo Merriam. 

On the Pacific Coast front, Lieutenant 
General Harold Laidley and his com- 
rade-in-arms, George Bauder, apparent- 
ly are engaged in a race for the tail-end 
position in this man’s war. Both of 
these fteld armies made negligible ad- 
vances, whereas General H. H. Court- 
right of the Valley field army, Fresno, 
Calif., increased his hold on his rank. 

In contrast to McCrea’s spectacular 
gain, the Perry-Browne field army ad- 
vanced little more than one-sixth as 
far. However, the Atlantic front tail- 
ender is Lieutenant General George 
Patterson. The Gould-Farmer troops 
have made the least total forward prog- 
ress of all the armies fighting on the 
Metropolitan front. 

Vice President A. F. Head, who has 
been among the leaders since the open- 
ing of the war, still retains the title of 
General in command of the Central 
front. The advance of this entire 
front, however, has been somewhat ham- 
pered by the activity, or rather the lack 
of activity, of Lieutenant General W. N. 
Hogan’s soldiers. 

On the Southwestern front, Lieuten- 
ant General Gordon Smith, who early 
in the campaign was Generalissimo, 
made the longest advance into enemy 
territory last week of any of the armies 
on that front. Despite this, H. A. Pen- 
dergraph, commander of the Pender- 
graph-Brown field army still is General. 
R. Cooper, Jr., who has threatened time 
and again to dislodge General Syd Cas- 
well as leader of the Midwestern front, 
is progressing nicely, but still seems to 
be having some difficulty in overtaking 
Caswell’s troops. 

Lieutenant General Otto Stuefer, who 
has made rather a poor showing in this 
campaign, still is in the cellar position 
along the Midwestern front. 

General A. J. Finck of the Storz field 
army is leading the Rocky Mountain 
front despite determined efforts of Lieu- 
tenant General B. K. Sweeney to over- 
take him. Sweeney suffered a severe 
setback at the hands of sales resistance 
last week. 


News, Nema to Conduct 
Sales Survey 


(Concluded from Page 1, Column 5) 
rapid rise of a few concerns outside 
of the Nema organization, it appears 
that the Nema figures alone may not 
give a true picture of the industry as 
a whole. 

Previous to the Nema meeting, ELEc- 
TRIC REFRIGERATION News addressed let- 
ters to all manufacturers of refrigera- 
tion equipment in the household, com- 
mercial, and industrial fields and includ- 
ing manufacturers of major unit parts 
such as cabinets, compressors, and 
cooling units. Inquiry was made in the 
letter as to the attitude of producers 
toward reporting monthly figures to 
ELECTRIC REFRIGERATION NEWS on a confi- 
dential basis. A considerable number 
of important concerns immediately ex- 
pressed their willingness to cooperate. 
When this evidence was presented, the 
Nema executives agreed to lend every 
assistance to the end that complete and 
accurate information would be avail- 
able to all manufacturers. 


NORGE DISTRIBUTORS MEET 
IN CHICAGO AND MUSKEGON 


(Concluded from Page 1, Column 3) 
G. O’Harra, eastern sales manager, and 
R. E. Densmore, western sales mana- 
ger, of Norge; and J. A. Sterling, Norge 
sales promotion manager. 

At the Chicago meeting, announce- 
ment will be made of the Norge nation- 
wide Summer Sales Contest, a feature 
of which is to be a consumer contest, 
for which a total of $25,000 in cash 
prizes will be awarded. 

The program at Muskegon includes 
group tours through the cabinet-making 
plants, lunch at the Muskegon Country 
Club, a golf tournament in the after- 
noon, and a formal banquet and con- 
cluding business session in the evening. 

Winner of the Norge Distributor’s 
Contest, which ended April 30, will 
also be announced. Competition for this 
contest was based on the largest per- 
centage of actual sales volume and deal- 
er outlets in comparison to each dis- 
tributor’s quota for the year. 


‘DEPRESSION MAN-MADE,’ 
KETTERING TELLS AD. MEN 


(Concluded from Page 1, Column 5) 
and new wants of the people come into 
being. 

“T have great faith in the American 
public,” Mr. Kettering stated. “Its rep- 
resentatives know that the world is not 
finished, but the hardest people to sell 
new ideas to are those in the trade, so 
to speak—those who know all about 
what you are trying to sell them. 

“We must go back to a system of rea- 
soning where we make a study of facts 
before we build up our formulas. 

“Nature, as in the beginning, is still 
trying to fulfill its function of growth. 
Everyone cannot make the same thing 
in the same way and sell it for a profit. 
We must recognize the importance of 
monotony as a hazard to progress. 

“We have standardized minds and 
classified patterns of thinking. In so 
doing we have overlooked the fact that 
we cannot do things in the same old 
way forever. 

“Now we have found that there is a 
need for new products and new ways 
of doing business, but our thinking proc- 
esses are mired in well-worn ruts and 
until the pressure of circumstances can 
force us to look at conditions from a 
new viewpoint, we will remain more or 
less at a standstill.” 

Mr. Kettering, in concluding his 
speech, emphasized the need for open- 
mindedness and application on the part 
of executives of modern industry. 

“We have business well card-indexed, 
executive offices finely furnished with 
desirable period furniture, three tele- 
phones at hand with which we formerly 
called up the stock exchange, and sev- 
eral secretaries available to keep our 
jobs and to tell us how good we are in 
our fields of endeavor,” he said. 

“And we don’t want to exchange this 
set-up because it will necessitate chang- 
ing the desks around and getting rid 
of a few of the secretaries. But execu- 
tives must get their hands back on their 
jobs. They must roll up their sleeves 
and actually run the machinery. 

“They must cut thir barrier of isola- 
tion which has heretofore, for the past 
few years, removed them from finger- 
tip control of the big organizations 


which they headed.” 


Geyer Agency Analyses Time’s 


Note: See correspondence and com- 
ment on the following analysis in col- 
umn 2 of this page. 


Time Magazine has just completed a 
survey, “Markets by Incomes,” which 
makes available for the first time actual 
volume of sales by income groups on 
principal articles of merchandise. 

The survey was made in Appleton, 
Wis., where family incomes are avail- 
able from public records. Purchases of 
16.7 per cent Appleton families for the 
last two and one-half years were 
checked. 

The information given on automatic 
refrigerators is valuable chiefly for its 
possibilities in projecting the national 
market by income groups. Following 
are the tables given in the Appleton 
survey, and the deductions which can 


Market Survey 


chase by sizes and income groups was 


applied to the 1930 breakdown of U. S| national 


the whole table was adjusted to the 
total of 3,500,000 household 


incomes, prepared by Daniel Starch, and | electric refrigerators in use. 


RATE OF PURCHASE BY SIZES AND INCOME GROUPS APPLIED TO 
1930 BREAKDOWN OF U. S. INCOMES AND ADJUSTED TO NATIONAL 
TOTAL OF 3,500,000 ELECTRIC REFRIGERATORS IN USE. 


No. owning refrig- No. owning refrig- No. owning refrig- 

Income group erators under $200 erators, $200-$300  erators over $300 Totals Pet. 
Under $2,000 25,500 14.2% 358,000 18.7% 48,500 6.9% 532,000 15.2% 
$2,000-$3,000 387,000 43.89% 731,000 38.2% 178,000 25.39% 1,296,000 37.1% 
$3,000-$5,000 289,000 32.7% 537,000 28.0% 232,000 33.0% 1,058,000 30.2% 
$5,000-$10,000 75,000 8.6% 243,000 12.7% 176,000 25.1% 494,000 14.1% 
$10,000 and over 6,700 1% 45,300 2.4% 68,000 9.7% 120,000 3.4% 

Totals 883,200 100.0% 1,914,300 100.0% 702,500 100.0% 3,500,000 100.0% 


Another table can be made of the saturation by income groups, as follows: 


ESTIMATED MARKET SATURATION BY INCOME GROUPS 


Total families in 
U (Daniel 


No. owning electric No. without electric 


be made from them: Income group Starch—1930) refrigerators refrigerators 
RATE OF PURCHASE OF AUTOMATIC) Under $2,000 10,260,000 100.0% 532,000 5.2% 9,728,000 94.8% 
REFRIGERATORS DURING LAST 244 | $2,000-$3,000 11,100,000 100.0% 1,296,000 11.7% 9,804,000 88.3% 
YEARS IN APPLETON, WIS. $3,000-$5,000 6,000,000 100.0% 1,058,000 17.6% 4,942,000 82.4% 
Units Dollar Volume | $5,000-$10,000 2,220,000 100.0% 494,000 22.2% 1,726,000 17.8% 
Per 1,000 Per 1,000 $10,000 and over 420,000 100.0% 120,000 28.5% 300,000 71.5% 
Income Group Families Families Totals 30,000,000 100.0% 3,500,000 11.7% 26,500,000 88.3% 
Under $2,000 55 $ 13,621 We can go on from this point and|ate with income reductions, it is prob- 
$2,000—$3,000 123 29,919 figure the incomes of 1932 prospects, if | able that the buying rate established in 
$3,000—$5,000 187 47,850 we can consider that the buying rate|the Time survey will change very little. 
$5,000—$10,000 236 68,031 for each income group will not be} If 1,000,000 household units are to be 
$10,000 & Over 302 103,564 thrown out of balance by recent price | sold in 1932, the potential market would 


The “rate of purchase” is then broken 
down by three types of automatic refrigera- 
tors—small, medium, and large. 

SMALL REFRIGERATORS 
(Priced Under $200) 


Units Dollar Volume 

Per 1,000 Per 1,000 
Income Group Families Families 
Under $2,000 13 $ 2,421 
$2,000—$3,000 37 6,179 
$3,000—$5,000 51 8,527 
$5,000—$10,000 36 6,206 
$10,000 & Over 17 3,269 


MEDIUM SIZED REFRIGERATORS 
(Priced $200-$300) 


Units Dollar Volume 

Per 1,000 Per 1,000 
Income Group Families Families 
Under $2,000 37 $ 9,371 
$2,000—$3,000 70 17,637 
$3,000—$5,000 95 23,989 
$5,000—$10,000 116 29,557 
$10,000 & Over 114 30,313 


LARGE REFRIGERATORS 
(Priced $300 or More) 


Units Dollar Volume 

Per 1,000 Per 1,000 
Income Group Families Families 
Under $2,000 5 $ 1,828 
$2,000—$3,000 17 6,103 
$3,000—$5, 000 41 15,334 
$5,000—$10,000 84 32,268 
$10,000 & Over 171 69,981 


If the foregoing figures on automatic 
refrigerator ownership in Appleton can 
be applied to the national market, the 
totals revealed are highly interesting. 
In the following table, the rate of pur- 


changes in the industry. Since these 
changes were more or less commensur- 


—— down as follows: 


POTENTIAL MARKET FOR 1932 BASED ON SALE OF 
1,000,000 HOUSEHOLD UNITS 


Units owned per 
thousand families of 1932 


Families without 


Classification 


Income group electric refrigerators (buying rate) prospects Pct. 
Under $2,000 9,728,000 52 169,000 16.9% 
$2,000-$3,000 9,804,000 117 384,000 38.4% 
$3,000-$5,000 4,942,000 176 291,000 29.1% 
$5,000-$10,000 1,726,000 222 128,000 12.8% 
$10,000 and over 300,000 285 28,000 2.8% 

Totals 26,500.000 117 1,000,000 100.0% 


Now a very interesting comparison is|ing the percentage of ownership along- 


made possible. 


The shift of the market |side the 


percentage of prospective 


to lower income levels is shown by plac- | buyers. 


COMPARISON OF PERCENTAGE OF OWNERSHIP WITH PERCENTAGE 
OF PROSPECTIVE BUYERS SHOWING SHIFT 
TO LOWER INCOME LEVELS 


% of total families 


owning electric 


% of total families 
who are prospects 


refrigerators during 

Income group Dec. 31, 1931 1932 % of gain or loss 
Under $2,000 15.2% 16.9% 1.7% 
2,000-$3,000 37.1% 38.4% 1.3% 
$3,000-$5,000 2% 29.1% -1.1% 
$5,000-$10,000 14.1% 12.8% -1.3% 
$10,000 and over 3.4% 2.8% 0.6% 
Total 100.0% 100.0% 0.6% 


We feel that these national projections 
should be reasonably accurate. Apple- 
ton was selected because of its average 
size, and the fact that it has no extremes 
of high or low income. With regard to 
the automatic refrigerator figures them- 
selves, Time’s survey states, “Refriger- 


ator dealers in Appleton have been so 
aggressive that Time has obtained a pic- 
ture of refrigerator buying that will be 
typical of the United States for at least 
two years to come.” 


R. C. DUNKEL. 
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SINCE 


TT finest and most complete line of Domestic cabinets on tributed free of charge to users of electric refrigeration. Above 


a the market is one reason why the Kelvinator Franchise is are illustrated the Milk Cooler and Water Cooler booklets, many 
" regarded as the best in the Industry. A line of Commercial — thousands of which will be put into the hands of live prospects 
equipment that is easily the leader, in every respect, is another. for milk and water cooling equipment. 
And a third reason is the cooperation and the invaluable mer- 
- . oe ; , And this is only one of the many things Kelvinator does to help 
chandising assistance Kelvinator gives its dealers to help them : 
— oe Siete its dealers make money—one of the many reasons why Kel- 
; MAKE MONEY. ’ , , 
6 vinator is the Account for the live, progressive merchant who 
‘ € 7 a) ; Mt hd > > £ . r+ » ke « » = rgpoeu € » 4 7 . . . . 
: A case in point is the nation-wide Trade Survey made for Kel- is in this business to make a profit. 
vinator, at great expense, by one of the country’s leading firms 
: Detailed information about the Survey and other phases of 


of market analysts. 
the Kelvinator Sales Agreement will be sent on request. 


KELVINATOR CORPORATION, 14245 Plymouth Road, Detroit, 


This survey covers every field in which electric refrigeration is 


used and it is the finest of its kind ever developed. 


Michigan. Kelvinator of Canada, Ltd., London, Ontario. 


’ 


The results of the survey are compiled in book form and dis- elvinator Limited, London, England. 
Th Its of tl y piled book f ld Kel tor Limited, Lond England 
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LITTLE STORIES OF INTERESTING 
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LITTLE STORIES OF INTERESTING 


IN THE REFRIGERATION INDUSTRY 


IDEAS 


Leaf From the Diary 
Of An Editor 


Up betimes and started the day off 
right by talking things over with jolly 
Syd Caswell, dashing Michigan distribu- 
tor for General Electric refrigerators 
and Hotpoint ranges. Syd had been 
reading the estimated sales of electric 
refrigerators by states for the first 
quarter (as published in the May 4 issue 
of Exectric REFRIGERATION News), had 
estimated his own portion of the total 
sales in Michigan, and was feeling 
pretty good about what these calcula- 
tions showed him. 

Syd says that his electric range sales 
are going surprisingly well in rural 
Michigan sections and outlying Detroit 
districts. 

Back to the rock pile for a regular 
day’s labor, which was interrupted in 
the afternoon by a visit from R. H. 
Huston, dealer contact man for the 
household sales department of the 
Frigidaire Corp. 

Mr. Huston, who is a pleasant young 
man with a pair of unusually large eyes 
which seem to see a_ lot of things, 
had some interesting observations to 
report on the present state of affairs 
among dealers. 

Phone conversations with Ira Reindel, 
assistant to the president of Norge, 
and with A. C. Jordan, sales promotion 
manager of Leonard. 

Again onto the grindstone, and again 
pleasantly interrupted by Assistant Edi- 
tor Phil Redeker, this time who brought 
in his comely bride, annexed in Chicago, 
to be kissed and well-wished. 

A flurry of letter-signing and assign- 
ment checking during the last half-hour, 
after which we paused for a short post 
mortem with associates Schaefer and 
Adams before going out to dinner with 
a couple of engineers from the Armour 
& Co. research laboratory in Chicago. 

The Armour men had many interest- 
ing things to report about the findings 
of one of their engineers in the study of 
Armour’s quick-frozen meats. 


He found, for instance, that after 
being kept for a period of several 
months in various low-temperature 
display and storage cases now on 
the market, the ice crystals in these 
quick-frozen meats enlarged and 
broke the cells, thus producing the 
same effect as if the meats had been 
slow-frozen. (Quick-frozen meats, 
you know, retain the flavor and na- 
ture of fresh meats because the 
speed of their freezing does not 
allow the formation of ice crystals 
large enough to break the cellular 
structure of the meats.) 

The Armour researcher backed 
his thesis with photomicrographs 
(photographs taken through a mi- 
croscope) of quick-frozen meats at 
regular intervals over a period of 
months. 

And according to these Armour 
engineers, Armour & Co. has now 
abandoned its quick-freezing experi- 
ments and production. As a matter 
of record, the engineers say that the 
Armour quick-freezing room is now 
being operated at temperatures of 
more than 100° F. for the purpose 
of carrying on other experiments. 


Zack to the office to 
the May 18 issue together. Everything 
all done but the composition of nine 
pages of statistics, which little task the 
industry has anticipated to such an ex- 
tent as to order in advance some 2,000 
copies of the containing the 
specifications 

With Engineering Editor Jack Schaef- 
er, Statistician Don Metz, Jack Adams, 
assistant editor in charge of the shop, 


finish putting 


issue 


and four compositors and a linotype 
operator, we started on a stretch of 
labor which extended all through the 
night and did not end until the follow- 


ing afternoon 

At 2 o'clock in the morning we went | 
out for coffee and sandwiches. In front 
of the restaurant was parked a road- | 


ster with a tire cover emblazoning the | 


merits of Westinghouse refrigerators 
Inside the restaurant a handsome young 
man and a brightly pretty girl occupied 
the only inhabited booth 


When we quizzed the restaurant 
keeper about the efficiency of his Cope- 
land room coolers, the young man 
ceased his ardent attentions, listened 
raptly for awhile, and then went back 
into his clinch 

When we had finished piecing to- 
gether, checking, and proof-reading the 
nine pages of statistics, we found that 


they weighed a quarter of a ton 
Early in the morning, Publisher Cock- 


rell walked in 


fresh and chipper from 


Her Father is Modest 


By George F. Taubeneck 


Margery Crampton, queen of the annual Michigan Blossom Festival, has 
a father who is as modest as he is proud. He is R. R. Crampton, presi- 
dent of Winters & Crampton concern which manufactures hardware in 
Grand Rapids for the refrigeration industry. The above picture and the 
one printed in the last issue of the News were not sent us by Mr. Cramp- 
ton, but were obtained through the courtesy of Jack Martin, city editor 
of the Detroit Mirror, after editors of the News verified their hunch that 
Margery belonged to the refrigeration industry. 


his sojourn at Hot Springs, and took 
note of the unshaven and dishevelled 
condition of his minions. 
Home and to bed in mid-afternoon, 
and no Ovaltine needed. 
. + . 


Too Many Dealers 


Frigidaire’s Mr. Huston, mentioned 
above, says that the chief thing wrong 
with the refrigeration industry today is 
that it has too many dealers. And, by 
inference, that there is too much chisel- 
ing. 

Now that almost every hardware 
dealer, furniture store, drug store, news- 
stand, and garage seems to have an 
electric refrigerator for sale, it is be- 
coming increasingly difficult for a bona 
fide refrigeration dealer to do a satis- 
factory business, he says. 

These new dealers nearly all have 


relatives and bosom friends to whom | 


they will sell a few refrigerators at dis- 
counts, Huston finds. 

They don’t employ salesmen, and can 
quote attractive prices by slicing off the 


salesman’s commission, and still make a | 


profit. This has led some dealers to 
dismiss salesmen and follow the same 
practice. And that, of course, doesn’t 
help market cultivation. 


In common with a great many 
others, Mr. Huston is somewhat 
concerned over the possibility of 
dumping next fall. Dealers of the 
larger manufacturers are not being 
overstocked, he thinks, but he is 
fearful lest some of the newer con- 
cerns may have overestimated the 
demand, and lest some of the newly 
appointed dealers may have exag- 
gerated the number of relatives who 
are prospects. 

Another hindrance to sales Mr. 
Huston has observed is the number 
of unemployed husbands whom elec- 
tric refrigeration salesmen find at 
home nowadays. 


Bumping into hard luck stories 
(personified) at so many doors isn’t 


so good for salesmen’s morale, Mr. 
Huston believes. 


On the right side of the ledger Mr. 
Huston lists the facts that department 
stores in many cities are now setting up 
separate refrigerator departments which 
are getting business, and that the higher 
priced lines seem to be outselling the 
lower priced models. 

These aggressive department store re- 
frigeration departments, he says, employ 
outside salesmen who close most of the 
sales initiated on the store floor in the 
homes of the prospects at night. 

Many of them are now stationing re- 
frigerators—with trained salesmen—at 
elevator entrances. While customers 
wait to go up or down, they can learn 
more about electric refrigeration, and 
have their appetites whetted for it. 

* * ~ 


Humor in Advertising 


Not so long ago this kolyum men- 
tioned that Jim Beckman, who handles 
publicity for Copeland, was at one time 
secretary to Elbert Hubbard. 

A few days ago Jim dropped in to 
tell us that a striking portrait of the 
man who wrote “A Message to Garcia” 
had been placed on the walls of the 
Scarab club in Detroit, and that we 
shouldn’t miss it. 

We had already seen the portrait, but 
Jim was not to be outdone. He laid 
on our desk some material he had writ- 
ten about his former boss. From this 
material we'd like to quote a few para- 
graphs which Jim, in turn, quotes from 
Hubbard himself: 

“My idea is that a dash of humor in 
an advertisement is often a saving salt 
that will lure the reader on and fix in 
his mind the name of a thing, a person, 
a locality, which will eventually end in 
an order, and from one order into a 
permanent customer. 

“However, if an article is not abso- 
lutely bomb-proof and a man is not a 
man from boots to bald spot, you had 
better not joke about him. What he 
then needs is oblivion, silence and the 
kindly crematorium. 

“Only a big man is able to wear a nick- 
name and carry it off jauntily. 
few men are fit to be called ‘Abe,’ ‘Joe,’ 
‘Tom,’ ‘Bill,’ Andy,’ ‘Sandy,’ or ‘Al.’ The 
man who is not right 51 per cent of the 
time you had better address as the 
Honorable Johnson Bumpkins; 


the cosmic ditch. 

“But if a thing is genuine and pos- 
sesses a virtue, the smile is all right. 
The merry Ha-Ha can always kill the 
bad thing. Lies well laughed at are out 
of the game; but you can never laugh 


down the Prudential and its Rock of 
| Gibraltar.” 
7 * * 
Too Many Customers 
Pursuing Hubbard's theory that a 


dash of humor in an ad will fix in the 
reader’s mind the name of the product 
advertised, there immediately jumps 
into our mind an advertisement, signed 
by the New York News, which has ap- 
peared in several publications for ad- 


| vertising men. 


Tino Takes a Bay OF 


Tito Schipa, Chicago Civic Opera tenor (left), seems interested in the assembly of radio sets as he tours the 
Majestic plant with Don Compton, vice president and general manager of Grigsby-Grunow Co. Compton seems 
vitally interested in some process of manufacture. 


Very | 


other- | 
wise your publicity will shunt him into | 


This advertisement is entitled: “We 
couldn’t see the cars for the customers!” 
The first paragraph runs like this: 


“The New York Show may have been 
a wow, as they say it was. Unquestion- 
ably all records for attendance were 
broken—smashed to smithereens on the 
night we were there. Unusually high 
sales are also reported, but they must 
have been made on faith, or by people 
who saw the colored illustrations in the 
catalogs. Your correspondent spent two 
hours in Grand Central Palace on Fri- 
day night, and viewed the following: 
one Auburn fender (when a fat lady was 
pushed aside), front view of Graham 
coupe, rear corner of Buick sedan, half 
of left side of a Hupmobile, radiator of 
Hudson touring car, radiator of Mar- 
mon Sixteen, front view of Franklin 
Airman, louvres and hood and one rear 
end of a Chevrolet, roof of two Stude- 
bakers, nose of one Rockne, display sign 
on a Pontiac, part of a running board 
of a Pierce-Arrow, jig saw section of 
Plymouths, Chryslers, Stutzes, and a 
full door on one Durant. Seventeen 
friends were also encountered, and un- 
obstructed views were had of two grape 
juice stands, sixteen ticket takers and 
eleven doormen. The overcoat carried 
on our arm was entirely worn out. But 
the 1932 models are still secrets as far 
as we are concerned.” 

That humorous word-picture of the 
New York automobile show gives us a 
very definite impression of an _ exhibi- 
tion which was highly successful. 

The usual collection of high-blown 
adjectives testifying to the “great in- 
terest,” “unusually large attendance,” 
“unprecedented enthusiasm,” etc., dis- 
played at the show, would have left 
most of us cold. 


Gitem Hot & on 
Kold 


Commercial salesmen working under 
the banner of the Kelvinator Corp. of 
Canada were highly amused last week 
by the following correspondence, in- 
closed in their regular sales bulletin: 

Commercial Salesmen Report 


GitEM Hot & MakuM Ko Lp Co. aNnp Corp. 
Or AMERICA 


Deheating, Defrosting and 
Refrigeration Manufacturers 


CoLpsLUSH, NortH AMERICA 
March 20, 1932. 


Dear Boss: 


Here’s a order attached herewith 
under seprit covers. I’m a _ salesmen 
Boss. 


Went in this here cumpnys offis today 
and did I sellum. See order. 

Friggy Dare quoted. Kelvy mader 
quoted I sold um. A walk-out butcher 
box for butter and nunions and a swim 
around kooler fer fish. Well in this case 
our compeeters is the fish. I got the 
biznes. Did I talk? Say Boss they tried 
to shut me up and do bizness. I cut the 
phone wires afore I went in soes not 
to be deterrupted—I wooden take know 
fer a answer (see order). 


Please ship in plane boxes and no 


name plates—rush to J. Twistpipe 
Plummer. He will instoll fer twenty 
bucks. 


| Offen his desk wen 


Rush and wire more expenze money 
I work fast. 


Yours for hittin the ball, 
HANK CHILLUM. 
P.S. Pay no tenshun to the name that 


the order is made out to as it is one 
of our competishuns names I pict it up 
he went next door 


| to report his phone out of order. 


H. C 
GiteEM Hot & MakuM Ko.p Co. aNp Corp 
Or AMERICA 
Deheating, Defrosting and 
Refrigeration Manufacturers 
CoLp SprinGs, NortTH AMERICA 
From the Office of the Head Freezer 
March 22, 1932 
Mr. Hank U. Chillum, Field Expert, 
Coldslush, N. A. 


| Dear Hank 

Yourn to hand. We gotter hand it to 
you on that order. Dont wurry about 
the name plates. It just shows why 


| lefft 


\ 


Im boss in this ranch. I mediately sent 
out a service pick up man and pickt up 
a couple name plates out of a guys 
meat shop pretendin all the time he was 
fixen the refrostin mokoid detroller 

by mail yester- 


Expenzes was wired 


day. Say go easy boy—no use eatin a 
75e meal after yuve got the order 
Shood have saved some of this to put 


on dog in frunt of next suspeckt 
If you keep on gutin bizness this way 
theys a open road in this cumpny fer 
you. Even the presidents chare will be 
empty. Regards and more bizness 
Your the 
realm, 


superior of refridgerating 


OoLUM, 

President. 
watch your spellin. You 
out of “pickt” and us big 
Looks bad to 


IKE 
P.S. Hank, 
the “k” 
bizness fellers notis this 


|show our advatising tonsul 
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ELECTRIC REFRIGERATION NEWS, MAY 25, 1932 


USTINIESS 


...from every angle 


No man ever steps into a Frigidaire Fran- 
chise blindly. Nor fights his battles alone. 
Before he starts, a Frigidaire business engi- 
neer makes a detailed survey of his territory, 
compares the possibilities with the average 
of hundreds of other communities of similar 
size and character, gives a picture of its 
possibilities for him based upon sixteen 
years’ experience in the industry. This far- 


plus a wholesome 


sighted dealer service 
dealer margin—plus Frigidaire’s dominant 
advertising — plus Frigidaire’s big volume 


of business— makes the Frigidaire Franchise 


an exceptionally 
valuable one...one 
that offers a real 
future for men with initiative and ability. 
Frigidaire stands for a reasonable 
and continuing profit for dealers 
Even this year offers excellent possibilities 
for aggressive dealers. During the first 
quarter of 1932 one dealer in New Hamp- 
shire increased his sales nearly 53°: over 
the same quarter last year. A New Jersey 
dealer had a sales increase of 44°. for the 


same period. With the new low prices and 


amazing values, Frigidaire sales are truly 
gratifying. And the newly developed Air 
Conditioning Equipment for homes, offices 
and commercial use is opening new oppor- 
tunities for profits. 

Go with the leader. Mail the coupon for 
information regarding the Frigidaire Fran- 
chise. Or wire today. Franchise Division, 
Frigidaire Corporation, Subsidiary of 


General Motors Corporation, Dayton, ¢ Ihio. 


KRIGIDAIRE 


The General Motors Value in the Refrigeration Industry 


MAIL THIS COUPON FOR FRANCHISE FACTS 


FRIGIDAIRE CORPORATION, Franchise Division, 


Dept. M-510, Dayton, Ohio. 


Gentlemen: Please send me the facts about the Frigidaire Franchise. 
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To Prevent Dumping 


EAR is being expressed in many quarters just 

now that uncontrolled production and over- 
estimates of demand may cause electric refrigera- 
tion dealers to become overstocked and resort to 
wholesale dumping this fall. 

True, it was predicted that dumping would 
occur at the end of the selling season in 1930. It 
didn’t happen. Again it was freely prophesied that 
there would be dumping on a large scale late in 
1931. But leading sales managers of the industry 
conducted a concerted series of contests and spe- 
cial sales drives in the autumn of last year which 
not only prevented drastic price cuts, but which 
enabled the industry to make an excellent clean-up 
and clean-out of inventory. , 

Undoubtedly the topnotch administrative brains 
and sales-pushing talent collected under the electric 
refrigeration tent will make similar efforts to nip 
in the bud any widespread price-slashing at the end 
of the present season. But there are indications 
that their task may be more difficult this year than 
heretofore. 

According to the statistics published in the 
April 27 issue of ELECTRIC REFRIGERATION NEWS on 
field stocks in the hands of dealers and distribu- 
tors of electric refrigerators made by manufac- 
turers in the Nema group (Copeland, Frigidaire, 
General Electric, Kelvinator, Majestic, Mayflower, 
Norge, Servel, Cavalier, Universal Cooler, and 
Westinghouse) at the end of the first quarter of 
1932, the total value of these stocks was $16,211,- 
747. This compares with a dollar value of approxi- 
mately $14,000,000 for the stocks of refrigeration 
products in the hands of Nema group dealers and 
distributors at the end of the first quarter of 1931. 


Although the Nema figures for 1931 do not 
contain those of Majestic, there is still plenty of 
room to believe that field stocks of Nema members 
are considerably larger this year than they were 
last. Almost every manufacturer in that group has 
made substantial price reductions since last year, 
and hence even equivalent dollar volumes would 
indicate that the number of units stocked by Nema 
group dealers and distributors this year is appre- 
ciably greater than the number in stock at the 
same time last year. 


Non-Nema Sales 

Another important factor—the business being 
done this year by manufacturers who are not Nema 
members—is difficult to gauge. 

According to sketchy reports from the field 
and current industry gossip, refrigerators such as 
Gibson, Sparton, Buckeye, Williams Ice-O-Matic, 
Stewart-Warner, Apex, Dayton, Bohn, Coldspot, 
Mohawk, Zerozone, and Crosley, are being moved 
into the field in ever increasing numbers. 

It would appear as if the production of non- 
Nema manufacturers is going to represent a larger 
portion of the industry’s total shipments than it 
has in any previous year, although there has been 
no means for determining just what the produc- 
tion of these manufacturers has been. 


Added to the manufacturers (outside the Nema 
circle) who are attempting to get national distribu- 
tion is the rather nebulous group of private brand 
refrigerators and makes sold only locally. Concern- 
ing the business being done by these manufac- 
turers, also, only guesses can be made. 

It is next to impossible for executives to bal- 


ance supply with demand if they do not have 
accurate figures on production of the items they 
are merchandising. 

Figures on their own production, and on the 
production of a select group of other manufac- 
turers, are not sufficient. The only accurate basis 
for gauging the relationship of production, stocks, 
and sales—and preventing one from running away 
from the others—is statistical information on the 
entire industry, compiled from the reports of every 
manufacturer in the business. 

According to the story on the front page of this 
issue by F. M. Cockrell, publisher of ELECTRIC 
REFRIGERATION NEws, the leading manufacturers 
of the industry have authorized ELECTRIC REFRIG- 
ERATION NEWS to be the official clearing house for 
industry statistics, to collect monthly figures on 
production and stocks of manufacturers not in the 
Nema group, to add these to the Nema figures 
(which are now being collected monthly, and fur- 
nished to Nema members and to ELECTRIC REFRIG- 
ERATION NEWS) and to convert all this data into 
total statistics for the entire industry. 

The Nema refrigeration division forms for col- 
lecting and tabulating this data, worked out by 
Glenn Muffly (president of the American Society of 
Refrigerating Engineers, and chief statistician for 
the refrigeration division of the National Electri- 
cal Manufacturers Association) after a year’s ex- 
perience in collecting and assembling figures for 
the industry’s leading manufacturers, will be used 
by the News in the collection of figures from non- 
Nema members. 


Cooperation Necessary 

Before this task can be attempted it will be 
necessary to secure the cooperation of all the 
manufacturers not in the Nema group. Reasonable 
assurance that such cooperation may be had might 
be inferred from the fact that at the end of each 
of the last two years ELECTRIC REFRIGERATION 
NEws has been able to collect figures from almost 
every manufacturer in the entire industry and 
publish totals for the year. 

Agreements to furnish figures monthly, however, 
may not be so easy to obtain. Small manufacturers 
frequently hesitate to contribute to statistical sur- 
veys of this nature because of an inferiority com- 
plex. They dislike the idea of placing their figures 
alongside those of large concerns, even though the 
data will be used only for an adding machine oper- 
ation to get totals for the entire industry. 

The fact that figures for individual companies 
have not been made public by ELECTRIC REFRIGER- 
ATION NEwsS—despite repeated requests and pres- 
sure for such data—following its collection of 
annual industry totals at the end of 1930 and 1931, 
should assure even the most hesitant that no harm 
can result from the furnishing of their monthly 
figures to such a neutral agency. Confidence and 
approval of the NEws as a statistical collecting 
agency for the industry by Nema members should 
also be reassuring. 

Thinking executives who are trying to plan 
their work intelligently will at once recognize the 
value of monthly reports on the industry’s prog- 
ress. By getting the facts about sales and stocks 
every month, they will know the trend of the 
business. 

If their monthly sales are better than the in- 
dustry trend, they will know that their organiza- 
tion is doing a good job. If their sales fall off while 
| the industry as a whole goes ahead, they will know 
that something is amiss in their own operation. If 
|stocks are found to be piling up in the hands of 
‘dealers and distributors, they will be warned to 
'watch their own production. 


information available, and will be able to think and | 


act accordingly. They have everything to gain and 
‘nothing to lose by contributing their own figures 
regularly. 

This year, in particular, is one in which all 
manufacturers should be ready and eager to co- 


‘been hoisted. 

And to prevent the possibility of wholesale 
dumping at the end of the summer and during the 
fall—an event which would work particular havoc 
with the small manufacturers who do not have 
great reserves and surpluses into which they may 
dig—the regular monthly collection and publica- 
tion of industry statistics will be invaluable. 

The work should proceed without delay. 


Whatever happens, they will have dependable | 


operate in an endeavor of this sort. Danger signals | 
pointing out overstocked dealers have already 


General Sales Tax 


NEW YORK CITY—That a general 
manufacturers’ sales tax is the solution 
not only for the national government, 
but for the state governments as well 
in raising the necessary money to bal- 
ance the budgets is the belief of George 
G. Allen, president of the Duke, Power 
Co., in an article in the April Review of 
Reviews. 

Mr. Allen’s proposal is that if a gen- 
eral manufacturers’ tax is passed by 
the federal government, and in the event 
that a state should adopt a similar tax, 
the manufacturers in that state might 
deduct from the federal tax the amount 
of the similar tax imposed by the state 
provided it did not exceed, say, one- 
third of the federal tax. 


Rates of 3 Per Cent 


“It is my belief,” he writes, “that the 
law as finally adopted by the federal 
government should carry a rate of 3 per 
cent, and that each state should adopt 
a similar law with a rate of 1 per cent. 
The total tax to be paid by the manu- 
facturers would be 3 per cent, 1 per 
cent going to the states, and 2 per cent 
to the federal government. 

“In December and January,” Mr. Al- 
len said, “I corresponded with members 
of Congress at Washington, urging such 
a tax as a means of raising sufficient 
revenue to complete the very necessary 
job of balancing the nation’s budget. 

“It was utterly impossible to increase 
taxes on dwindling incomes to that ex- 
tent, and altogether aside from the un- 
fairness of the proposals for so-called 
luxury sales taxes on automobiles, gaso- 
line, electric power, and other specified 
items, it was exceedingly doubtful that 
sufficient taxes could be collected in that 
manner. 


Least Painful Method 


“Therefore I suggested a general man- 
ufacturers’ tax as not only the fair, but 
sure and least painful, method by which 
the budget could be balanced. 

“The first crying need is for reduction 
in the cost of municipal state and fed- 
eral governments. The next need is for 
an equitable method of producing, 
through taxation, the necessary revenue 
for the legitimate needs of those gov- 
ernments. 

“The Census Bureau has estimated 
that the cost of state government in- 
creased from $4.19 in 1917 to $11.40 in 
1930, per capita. The cost of our na- 
tional government increased from $7.29 
per capita in 1916 (the last year before 
the War) to $32.96 in 1930. 

“A manufacturers’ tax does not pre- 
sent any of the numerous objections 
which are raised from time to time to 
a general sales or turnover tax. It is 
easy and economical to collect, and can 
even be collected monthly in order to 
form a regular and continuing source 
of revenue. 

“It puts no manufacturer at a dis- 
advantage with his competitors. The 
rate can be flexible from year to year, 
and so small as not to cause any par- 
ticular hardship to the public. After 
all, the government is the public’s gov- 


for National, State 


Government Urged by Allen 


ernment, and it is the public’s business 
to pay for it. 

“One suggestion that I made to the 
members of Congress, and later to the 
governors, has not yet received the at- 
tention which I believe it merits. The 
states need help, as well as the federal 
government. Almost without exception, 
all the states of the Union are strug- 
gling with this same problem. 

“The absolute necessity for meeting it 
is causing the various state legislatures 
to reach here, there, and yonder for 
more revenue. This means one thing 
in one state, and a different thing in 
another state, resulting in extreme con- 
fusion for industry in general. 

“Enterprises in one state are placed 
at a disadvantage over similar enter- 
prises in another state. 

“The great need is for a system of tax- 
ation that not only will raise for each 
state the amount of revenue which it 
needs, but that will tend to bring about 
the uniformity of taxation in all the 
states, so that industry throughout the 
country will be put on an equal footing 
so far as taxation is concerned. 


Retard Industrial Growth 


“The present method pursued by the 
various states in selecting various in- 
dividual products to be taxed, with no 
particular regard as to what other states 
are doing, is gradually but surely, and 
perhaps unconsciously, creating a situa- 
tion in this country comparable to the 
Likin system which for generations has 
retarded the industrial development of 
China. 

“It is leading toward the point where 
the free flow of commerce between the 
states of this country will no longer 
exist, and the tendency should be 
stopped now before it is too late. 

“It has been estimated by the Treas- 
ury Department that the total value of 
the manufactured products of this coun- 
try, at the factory, would amount to 
$30,000,000,000 even in this year of de- 
pression. 


$900,000,000 Yield 


“Suppose there were a 3 per cent tax 
on the manufactured valuation, with an 
allowance of one-third for the states in 
the event that they pass such a law. It 
would produce $600,000,000 for the fed- 
eral government and $300,000,000 for the 
states. In any normal period it would 
yield considerably more. 

“It will be evident that any manufac- 
turers’ tax act should provide that the 
importer of any foreign manufactured 
goods should be required to pay the 
same rate or tax. Otherwise our own 
manufacturers would be at a disadvan- 
tage as against foreign manufacturers 
of similar goods. 

“In my opinion this whole subject is 
of extremely vital importance to each 
state, and I am convinced that the fed- 
eral tax law which Congress is about 
to enact should include the state pro- 
vision which I have outlined. It might 
be necessary for governors and other 
state leaders to enter upon a real effort 
to convince the federal government of 
its desirability.” 


Letters from Readers 


Air Conditioning 
Holmes, Inc. 
National Advertising 
Merchandising 
Stephenson Building, Detroit 
April 11, 1932. 
Editor: 


Here is a sentiment which may not 
be new but which I believe important. 

Another giant consolidation seems to 
| be just ahead of us in the specialty dis- 
| tribution field. We have already wit- 
|nessed the consolidation of electric re- 
| frigeration and radios, and more re- 


|cently of these two general lines with | 


|oil burners. The next step is quite as 
| logical. The refrigeration distributors of 
today will inevitably be the air condi- 
|}tioning distributors of tomorrow. In 
|certain sections of the country this 
iatest consolidation of interests is al- 
|ready taking place. 

We can anticipate, of course, that cer- 
tain distributors, fearing the installation 
| work on furnace equipment, will hang 
back, forgetting that installation in the 

heating field has always been completely 

|a dealer function. The same is true of 
|the service problem. The mechanical 
larts related to heating, ventilating, 
|washing, humidifying and circulating 
jare old. The problems involved in in- 
stallation and servicing are far easier 
to understand than is radio or electric 
| refrigeration. 

To add a full line of air conditioning 
equipment to a line of refrigeration 
seems eminently sensible. The two lines 
balance each other happily. The air con- 
ditioning line will certainly more than 
fill the gap made in distributors’ profits 
by chaotic conditions in the radio field. 

I do not refer simply to room coolers 
or small portable humidifiers. One or 
two of these, already in the market, are 
fairly usable. 

I expect to see the major refrigeration 


| 


distributors go in for a full line of real 
domestic air conditioning equipment. 
And—the sooner the better. 

W. H. HowmMes. 


Vocational Guide 
George Vivian-Smith 
Vocational Director 

704 Race St. 

| Cincinnati 

April 12, 1932. 


| Editor: 
Thanks for your courtesy of April 
9 and in reply I am selecting Combina- 
| tion No. 5. 
| At this season of the year when so 
|Many young men are quitting the high 
| schools and casting about for some line 
|of work that may form the basis of a 
career, it is not always easy for me to 
| select the best field. 
| However, I am impressed with the 
| possibilities of electrical refrigeration, 
| which seems to offer the best field for 
| the young man today, hence my desire 
| to get your opinion on what the young 
man’s future offers in the field of elec- 
trical refrigeration. 


GeEorGE VIVIAN-SMITH. 


Excellent Paper 
Grigsby-Grunow Co. 
5801 Dickens Ave. 
Chicago, IIl. 
May 6, 1932. 
Editor: 

We consider the ELectric REFRIGERA- 
TION News an excellent paper. In fact, 
in all of our experience we have never 
found a trade paper that so thoroughly 
covered an industry as the ELectric Re- 
FRIGERATION NEWS covers the electric re- 
frigeration industry. 

J. F. Drrzetn, 
General Sales Mgr. 
Refrigeration Div. 
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Modification of Restrictions Would Aid Marketing—Hook 


Armco President Speaks on Duplication 
Of Effort at Advertising Meeting 


CINCINNATI—That a modification of 
government restrictions on business 
would help to restore profitable market- 
ing by cutting down duplication of ef- 
fort and by making better facilities for 
research, was the belief expressed by 
Charles R. Hook, president of the Amer- 
ican Rolling Mill Co. before the annual 
convention of the Association of Na- 
tional Advertisers Saturday. 

If the members of trade associations 
were permitted by law to exchange in- 
formation and by agreement to coordin- 
ate production with consumption, he be- 
lieves that when situations such as those 
existing today arose, business “could 
retreat in an orderly manner instead of 
rushing into an_ hysterical ruinous 
panic.” 


Shackled by Restrictions 


“Several years ago,” he said, “the 
magician Houdini gained world-wide 
fame through his ability to enter a box, 
handcuffed and manacled in every con- 
ceivable way, and free himself of all 
shackles, while an expectant public 
looked on and expressed its approval 
of this clever performance. 

“During this trying period of our lives, 
all lines of business are becoming 
shackled by the ever increasing uncer- 
tainties of government restrictions, 
which they have been unable to shed, 
and both business and the public is ex- 
pecting something to be done in the way 
of relief. 

“I say ‘uncertainties’ because no clear- 
cut, uniform interpretation of our anti- 
trust legislation has as yet been laid out 
to guide managements along the diffi- 
cult road to profitable marketing. 


Lack Uniformity 


“T am told by my friends of the legal 
profession that, due to lack of any uni- 
formity of interpretation, a most be- 
wildering haze has spread over the 
fabric of business. The law, apparently, 
does not apply itself to all classes alike. 
Some are sternly warned not to or- 
ganize; others it leads by the hand.” 

For example, Mr. Hook pointed out 
that the Capper-Volstead act authorizes 
farmers, ranchmen, dairymen, and nut 
and fruit growers to engage collectively 
in processing and marketing their com- 
mon products, and to make the neces- 
sary agreements therefor under the sole 
supervision of the Secretary of Agricul- 
ture. 

“In this discussion of ‘How a Modifica- 
tion of Government Restrictions on 
Business Would Help to Restore Profit- 
able Marketing,’ I shall of necessity ex- 
press the viewpoint of a business man, 
since mine is an industrial and market- 
ing, rather than a legal background. 


Began With Sherman Act 


“Anti-trust legislation,” the speaker 
said, “had its birth in 1890 when the 
Sherman Act was written. That law is 
the fountain of all subsequent regula- 
tory legislation. Undoubtedly the Sher- 
man Act has had a very profound in- 
fluence upon business relationships dur- 
ing a period when business was grow- 
ing up and when there was danger of 
monopoly interfering with the free 
movement of trade. 

“The year 1890 was the beginning of 
the mass production era, the rapid ex- 
pansion of transportation, and _ un- 
paralleled growth in the number and 
Size of manufacturing and commercial 
establishments. The public was appre- 
hensive of the danger of the larger and 
Stronger industries stifling their com- 
petitors, especially when two or more 
combined by agreement to the detri- 
ment of a third. Although this legisla- 
tion was enacted chiefly as a means of 
protecting society, it did afford a rea- 
sonable degree of security for capital as 
well. 

“The Sherman Act was never intended 
to throttle legitimate business, but law 
1S static; it must be enforced to the 
letter as long as it remains a law. Dur- | 


WOLVERINE 


Seamless Dehydrated Tubing 


ing those 42 years the commercial situa- 
tion has changed very radically. Today 
business is controlled by thousands of 
individuals in all parts of the country, 
and operated by their chosen representa- 
tives. 

“Our enterprises have grown to huge 
proportions, and industry has developed 
and refined a scheme of mass produc- 
tion which has completely transformed 
our national standards of living. No 
longer is man exclusively an investor or 
a laborer, a producer or a consumer. Co- 
operative action between management 
and men is eagerly sought and is price- 
less to any modern business. 

“The welfare and prosperity of stock- 
holder and employe,” Mr. Hook stated, 
“and of all those who are dependent 
upon them, is seriously jeopardized by 
present conditions.” 


To Stabilize Production 


The great need today as he sees it is 
for the stabilization of production so 
that it may more nearly harmonize with 
consumption. The peaks of prosperity 
must be lowered and the valleys of de- 
pression raised so that when conditions 
become such that we must move from 
the top to the bottom, our entire eco- 
nomic, commercial, and industrial struc- 
tures will not be completely disorganized. 

“Unemployment can only be cured 
through employment. Any other means 
is ineffective. Continuous employment 
is only possible through continuous pro- 
duction at some fair rate of operation. 
Even with an ever-increasing consump- 
tion due to the growth of population, 
steady production can be secured only 
when it is more accurately adjusted to 
consumption, whatever the factor may 
be. There is no other way. 


Fair Wages Necessary 


“Consumption is by the mass of the 
people—not by the few—and the great 
mass of the people are wage earners. 
Unless a fair scale of wages and reason- 
ably steady employment is maintained, 
we cannot expect to progress. 

“That industry now possesses an ex- 
cess capacity is a well-known fact and 
not at all alarming. It is essential to 
supply our needs during prosperous 
times. It has been true throughout the 
entire industrial era, and, doubtless, 
will endure through the ages to come. 

“Some reasonable means of controlling 
production capacity, whatever it may be 
from time to time, must, however, be 
developed. A temporary but unmanage- 
able surplus may easily become a social 
menace, for uncontrolled, it works grave 
harm. It breeds predatory price-cutting 
and many other ailments common to 
business. 


Loss of Balance 


“Buyers realizing that excess produc- 
tion capacity exists, withhold their 
orders demanding a_ lower price. 
Strangely enough, the anti-trust legis- 
lation permits buyers to form agree- 
ments relating to the price they will 
pay, but expressly denies manufacturers 
the same prerogative. When the output 
of an industry is consumed by a limited 
group of large consumers, this has the 
effect of destroying the equilibrium of 
the law of supply and demand.” 

Mr. Hook pointed out that we agree, 
almost universally, that the primary 
cause of these ever recurring depres- 
sions is the loss of balance between pro- 
duction and consumption. Even 
government, which creates and enforces 
anti-trust laws, recognizes the import- 
ance of this economic balance, 
attempted to control our agricultural 
surplus by artificial means. 


acterized such efforts as mute conces- 


” should be. 


“Our obsolete ‘trust-busting’ legislation | 


Copper- Plain or Tin Plated - Solder Sealed 


This highly specialized product is the standard of the industry. Saves time. 
Immediate shipments from large stock. 


Saves labor. Saves service cost. 


Eastern Sales Office 
420 Lexington Ave., New York 


Los Angeles Office 
1015 East 16th St 


Wolverine Tube Co. 
Detroit 
1491 Central Ave. 
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sions that our national policy is not as | 
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Oklahoma, attempted to settle the over- | 
production which was devastating the | 
oil industry with the militia, and char- | 
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for the protection of the consumer 
against monopolies has been largely re- 
sponsible for the long stay of adverse 
business conditions. It is no longer 
‘protection for the consumer,’ but ‘the 
survival of the fittest.’ 


Economic Problem 


“The problem can never be solved by 
government inhibitions,” Mr. Hook con- 
tinued. “It is an economic rather than a 
legal problem. It calls for the utmost 
cooperation from all the units of indus- 
try, without which planned, coordinated 
production, stable employment and fair 
wages are impossible. Cooperative plan- 
ning is the only sound, logical way out 
of our difficulty. 

“In the evolvement of any plan, public 
interest, which is always to be served, 
must receive paramount consideration. 
However, there is every reason to be- 
lieve that the real public interest would 
be much better served and protected 
than it is today, were it safeguarded 
by legislation more in harmony with the 
times. 


Detrimental to Consumer 


“In many respects the anti-trust legis- 
lation has actually been detrimental to 
the interests of the consumer. In many 
instances it has encouraged waste and 
duplication, which ultimately increases 
consumer costs.” He quoted Roger W. 
Babson who says: 

“*The tendency of modern times is in- 
evitably toward larger units in industry. 

“‘By saying to the corporation, ‘you 
shall not merge with your competitors,’ 
the anti-trust law says in effect, ‘you 
shall duplicate every bit of plant and 
equipment your competitor builds or you 
shall fall behind in the race and go out 
of business.’ In these days of indus- 
trial giants that means the pouring of 


billions of dollars into new plants and 
equipment which is entirely unneeded 
and unwarranted.’” 

This applies to the iron and steel in- 
dustry, Mr. Hook stated, but no more so 
than to many other basic industries. 

“T am told,” he continued, “that the 
potential production of woolen goods is 
three times as great as the consump- 
tion. This means that on the average 
each manufacturer has 6624 per cent 
more facilities than average needs war- 
ant. There are many other industries 
equally over-expanded. 


Causes Waste 


“This endless duplication causes waste 
which increases the cost burden, and 
illustrates the pressing need for unifica- 
tion rather than unbridled competition. 
We must give customers what they 
want and when they want it. As in- 
dustry exists today this waste of excess 
capacity cannot be eliminated so long 
as anti-trust laws threaten all effort to- 
ward unification. 

“The day has past when the word 
‘corporation’ has a sinister ring to the 
average man or woman. The last decade 
has seen remarkable progress in the 
way of bringing better understanding 
between capital and labor. Labor has 
seen the cloak of mystery removed and 
the corporation revealed, not as an 
inanimate something, but as the sum of 
the actions of a group of human beings. 

“Capital has realized that the interests 
of both classes are mutual, and labor 
has accumulated property which breaks 
down the old lines of demarcation, as is 
evidenced by present day stockholder 
lists. 

“No one today would be willing to 
condone a monopoly of any sort, but I 
do believe that the public is not opposed 
to consolidations which ultimately will 


serve to stabilize employment and re- 
duce the costs of manufacturing and 
distribution, which the consumer must 
ultimately pay. 


Merger of Effort 


“By ‘consolidation’ I do not neces- 
sarily mean the merging of facilities 
and organizations, but a merger of ef- 
fort within each branch of industry for 
intelligent, effective cooperation. 

“For a number of years,” Mr. Hook 
told his audience, “American manufac- 
turers have been forced to compete with 
European cartels which were unified by 
agreement proposing that if the mem- 
bers of trade associations were per- 
mitted by law to exchange information 
and by agreement to coordinate produc- 
tion with consumption, then when situa- 
tions arose, such as exist today, business 
could retreat in an orderly manner in- 
stead of rushing into an hysterical ruin- 
ous panic in which the man who tem- 
porarily quotes the lowest price sets the 
market. 


Needs Cooperation 


“Planning must begin at the bottom 
of the business edifice,” he said. “It can- 
not be done effectively without the 
voluntary cooperation of each of the 
interested units. It cannot be accom- 
plished by politics. Government can 
help most by removing the threat of 
intervention by modifying the anti- 
trust laws to permit of common sense 
interpretations for the common good.” 

In illustrating how this could be done, 
he showed that “each industry could 
maintain a central bureau, officered by 
representatives of the different com- 
panies, and government could also have 
representation in the official business 
family. We have the medium for this in 
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ALTER CO. DEVISES 
SALES TRAINING PLAN 


CHICAGO-—Calling in the salesmen 
and dealers for sales meetings at head- 
quarters, where complete presentations 
can be made thoroughly and well, has 
been found the best means of salesman 
education by the Harry Alter Co., Ma- | 
jestic distributor in the Chicago metro- | 
politan district. 

“There are several ways to answer 
the hundred and one questions about a 
product which the salesman asks,” says 
Mr. Alter. “You can prepare a complete 
summary of questions and answers, and 
put one in each salesman’s hands. But 
there’s about one chance in 10 that he’ll 
read it through. 

“You can dispatch a field man to each 
dealer’s store and he will tell the sales- | 
man all he can think of while there, 
and answer any questions. But he for- 
gets some things, and overlooks others 
as unimportant. And the salesmen, too, 
forget to ask a lot of questions they 
think of afterward. 

“A third plan is to reverse the pro- 
cedure and have the salesmen in to 
headquarters, in groups. This we have 
found is far more satisfactory from | 
every angle. | 

“Each executive in our organization | 
handles one subject—the one he is most | 
familiar with. 


| 
| 
| 
| 


At the conclusion of these | 
talks, we declare the meeting open for 
questions and discussion. One question 
leads to another. Points otherwise 
ignored are brought up and thoroughly 
discussed. The result is a clear concep- 
tion in each man’s mind of just what 
he has to sell, and how to go about 
selling it.” 


100 NIAGARA POWER MEN 
ENTER ‘OLYMPICS’ CONTEST 


BUFFALO—More than one hundred 
electric refrigerator and range salesmen 
of the Niagara Hudson Power Corp. 
western division, are in the midst of an 
“Olympic” sales contest. 

Divided into 21 countries (districts), 
the salesmen will receive special in- 
dividual prizes, and at the conclusion of 
the 20 weeks’ competition, final prizes 
will go to the leading stores and divi- 
sional managers. 

The meet is divided into weekly con- 
tests such as ski jumping, bob sledding, 
ice racing, fancy skating, etc. Scoring 
of points will be made on the basis of 
per cent of quota achieved. 

The “Olympics,” which started March 
28, will close Aug. 13. 


COPELAND DISTRIBUTORSHIP 
FORMED IN PHILADELPHIA 


PHILADELPHIA—The Eastern Re- 
frigerator Sales Co. has been organized 
in Philadelphia by Clyde Lotspiech, to 
handle Copeland electric refrigerators. 

The new company is now operating | 
three stores, and will continue expan- 
sion as rapidly as competent help can 
be secured to operate new units, accord- 
ing to C. D. Crawford, of Elliott-Lewis 
Electrical Co., Inc., Copeland distribu- 
tor. Personnel in each store averages 
12 men. | 


| the 


Batter Up! 


Winners of the baseball contest sponsored by the New York Frigidaire branch for retail salesmen were guests 
at the opening baseball game between the Giants and Philadelphia. 


A Sad, Sad Contest 


. 
Winner 
i refrigerator manufacturers 
conduct contests from time to 
time, this story, told by the New 
York World-Tribune, is applicable. 
It seems that an advertiser was 
conducting a contest over the radio 
(this is a true story, by the way). 
The idea was to make the greatest 
number of words out of the name of 
the product. The prize was a trip 
to Europe. 
The winner—or at least the lead- 
ing contestant so far—is a lifer in 
one of our famous prisons. 


GIBSON DISTRIBUTOR USES 
TRUCK DISPLAY ROOM 


LOS ANGELES—Herbert H. Horn, 
distributor for Gibson electric refriger- 
ators at 1625 South Hill St., believes in 
rolling his display of refrigerators right 
up to the prospect’s front door. 

Not only is the Horn display truck 
used for contacting new dealers, but 
also for contacting prospects for house- 
hold models. The salesman often parks 
the truck in a centrally located parking 
lot, and brings his prospects there to 
show the line; in other cases he takes 
truck directly to the _ prospect’s 
home. 


THEY KEEP 


A-RUNNING 


H Power Century Type RS Repuls 


For More Than 


| 


4 


ion Start Induction Single Phase Motor 


98 Years - - - 


the “Keep a-Running™ ability of Century Single Phase Motors, brush-lift- 


ing type, 
parts of the world. in damp, humid 


matic operating conditions 


brushes touch the commutator only 
in operation 


high starting torque and low starting 


has been amply demonstrated 


in all classes of service, in all 


surroundings and other severe cli- 


Long brush life is assured because the 


1900 part of the time the motor is 


They are particularly desirable in all installations where 


current are of primary importance. 


Built in standard horse power ratings from ', to 40. 


MOTORS 


and More Than 


adian Stock Points 


75 Outside Thereof 


CENTURY ELECTRIC COMPANY, 1806 Pine St. St. Louis, Mo. 


SINGLE PHASE, THREE PHASE AND DIRECT CURRENT MOTORS - 
ROTARY CONVERTERS - 


GENERATOR SETS - 


MOTOR 
FANS AND VENTILATORS 


FOR MORE THAN 28 


YEARS AT ST. LOUIS 


Hook Urges Modification of Restrictions as Aid 
To Marketing, Research 


(Concluded from Page 9, Column 5) 


our Department of Commerce right now. 

“Statistical information, trade exten- 
sion services, and certain other activities 
might be centralized and the cost of 
these functions considerably reduced to 
each unit through the elimination of 
duplication. 

“Production could be kept more nearly 


the accumulation of excess 
which so frequently lead to maladjust- 
ments.” 

President's Message 


Mr. Hook quoted President Hoover, 
who more than a year ago incorporated 
this recommendation in his message to 
Congress. He said: 

“‘T recommend that the Congress in- 
stitute an inquiry into some aspects of 
these (the anti-trust) laws. I do not 
favor repeal of the Sherman Act. The 
prevention of monopolies is of the most 
vital public importance. Competition 
rot only is the basis of protection to the 
consumer, but is the incentive’ to 
progress. 

“ ‘However, the interpretation of these 
laws by the courts, upon those indus- 
tries closely related to the natural re- 
sources of the country, makes such an 
inquiry advisable. 

“*The producers of these materials as- 
sert that certain unfortunate results of 
wasteful and destructive use of these 
natural resources, together with a de- 
structive competition which impover- 
ishes both operator and worker, cannot 
be remedied because of these prohibitive 
interpretations of the anti-trust laws. 


Conservation of Resources 
| “*The people have a vital interest in 
the conservation of their natural re- 
sources, in the prevention of wasteful 
practices, in conditions of destructive 
competition which may impoverish the 
producer and the wage earner, and they 
have an equal interest in maintaining 
adequate competition 

‘I, therefore, suggest that an inquiry 
be directed especially to the effect of 
| the workings of the anti-trust laws in 
| these particular fields, to determine if 
| these evils can be remedied without sac- 
rifice of the fundamental purpose of 
these laws.’ 

“If any constructive congressional ac- 
tion has resulted from our Chief Execu- 
tive’s recommendation,” Mr. Hook com- 
mented, “Il have not been informed of it 

“With millions of our citizens unem- 
ployed, with granaries overflowing with 
wheat, with idle plants eating up bil- 
lions of dollars in carrying charges, with 
industry living on the surplus it accumu- 
lated in days of bygone prosperity, why 


’ 


|should we further procrastinate,” he 
| asked. 

Reasonable Profit 
“Industry, as well as all business, 


must be able to market its products at 
|}a reasonable profit or it cannot exist 
| In the interest of economic recovery and 
continued national progress, the time 
for decision and action has come. 

“Each and every citizen must decide 
for himself whether he wants these 
shackles to continue to bind 
and eventually submerge the nation in 


| 


in pace with consumption and prevent | 
stocks | 


faction are marching up and down every 
street, infecting with their insidious 
germs the rich man, if there are any, 
and the poor man alike. These are times 
which make all men wonder just what 
can be done to again set in motion the 
great recuperative and constructive abil- 
ities of our people, who have only been 
halted in their onward march of 
progress. 

“Somehow this retarding influence of 
government restriction must be removed 


|from our national horizon. That is gov- 


| ernment’s 
|make it clear that they want 


but the people must 
it done. 
Government cannot pull business out of 
the pit; business must climb out under 
its own power. 

“T am of the opinion that in spite of 
all obstacles it will climb out. It is evi- 
dent, however, that it would begin to 
climb out much sooner and get out 
much faster if these obstacles to 
planned and profitable marketing were 


part, 


| removed. 


| 


business | 


a hopeless pit of despair, or whether a | 


relaxation of legal restrictions 
give life and a renewed hope to all alike 
“In the meantime, unrest and dissatis- 


would | 


Advertising Function 


“You are advertising men,” he con- 
cluded. “Your task in trade is to bring 
vital information about commerce and 
industry and their products, and their 
problems, to the public. What could be 
more vital to business than the very 
right to exist, to pay a living wage, and 
to enjoy a reasonable profit. If our anti- 
trust laws are antiquated and unsuited 
to present day needs, why do you not 
turn the inventive genius of your craft 
towards the correcting of an intolerable 
condition? 

“A small percentage of the major ad- 
vertising appropriations of the nation, 


if used jointly to advertise a reasonable | 


explanation of the uneconomic and un- 
fair workings of the anti-trust laws, and 
to exert constant pressure on Congress 
to institute proper inquiry and investi- 
gation, would, I believe, do much to un- 
shackle business and to set the wheels 
of progress in motion again.” 


METHOD OF SELLING 
RANGE IS DESCRIBED 


DETROIT—Thirty-four of the 35 dis- 
tributors of Electrochef ranges are also 
distributors of electric refrigerators, ac- 
cording to Gerald Hulett, sales promo- 
tion manager of Electromaster Inc., 
manufacturer of the Electrochef range. 

Included in the list of distributors are 
several who have made names for them- 
selves as outstanding merchandisers of 
refrigeration—among them being Trill- 
ing & Montague of Philadelphia, Rine- 
hart Bros. of Minneapolis, Norge-Nestor 
Co. Jacksonville, Fla., Dakota Electric 
Supply Co. of Fargo, N. D., John Van 
Benschoten of Poughkeepsie, N. Y., and 
Strong, Carlisle and Hammond of Cleve- 
land. 


Refrigeration Users Prospects 


Hulett, in speaking recently before a 
group of Kelvinator salesmen on the 
selling of electric ranges, pointed out 
that the salesman who has done a good 
job of selling a refrigerator to a house- 
wife, and who has made her a satisfied 
user, has the inside track for a range 
sale. 

“If a salesman has made the house- 
wife feel that he has lightened her 
labors, made her kitchen more attrac- 
tive,‘and given her added protection fo: 
her food, he should have little trouble 
in obtaining an interview to talk with 
her about another appliance that will 
do approximately the same things.” 

Mr. Hulett stated that the salesman 
handling electric refrigerators and elec- 
tric ranges should follow the tactics 
used by the clothing salesman. The lat- 
ter in fitting a coat on a prospect, will 
often replace the prospect’s hat with a 
new one to match the coat, this ‘‘dress- 
ing up” process often resulting in a 
double sale. 


Dressing Up Kitchen 


“The salesmen should make a sales 
point out of ‘dressing up the kitchen,’ ” 
Hulett stated. “The public has turned 
their attention from bathroom decorat- 
ing to kitchen interior decorating. 

“Plumbing in the kitchen is no longer 
unsightly, and is made almost decora- 
tive. Sinks of porcelain or highly pol 
ished metal are now being installed, and 
kitchens are now being ‘designed,’ from 
the standpoint of arrangement and dec- 
oration. 

“The salesman should sell 100 per cent 
‘modernity’ in appliance, especially when 
he is selling a prospect who is about to 
enter a newly-built home.” 


Talking Points Similar 


Hulett pointed out that there were a 


number of similar talking points for 
the sale of ranges and refrigerators 
These general points are cleanliness, 


preservation of health, economy, safety, 
accuracy, modernity, and attractiveness 

“One thing that every range salesman 
should know,” Hulett declared, “is how 
to use the range. He must know how 
to cook foods of all types with the prod- 
uct which he is selling. 

“It doesn’t require a lot of instruction 
to learn how to cook with a range,” 
Hulett points out. “The salesman can 
learn from a card, which tells him how 
to prepare the food, where to put it, and 
how to set the control. 

“There are two facts relative to the 
effect of cooking on foods which can 
be made talking points for electric 
ranges. Foods do not show the amount 
of shrinkage when taken from a range 
that they do when cooked by other 
methods, and vegetables can be cooked 


in their natural state or own juices 
without the addition of water, which 
is necessary in other types of ranges 


and which takes away a good deal of 
| the content and much of the good qual- 
| ity of certain foods. 

“The woman of the house is the main 


| 

| person for the range salesman to con 
pee and sell, just as she is for the re- 
frigerator salesman,’ Mr. Hulett de 
clared. 


you. 


West 
F. A. EUSTIS, Sec’y 


EXTRA DRY 
SSOTOO 


: ThePurest Sulphur Dioxide SO, 
* REFRIGERATION GRADE 


GUARANTEED 


Service men rely on our Personal 
Service and quick deliveries from 
our own and from agents’ stocks. 


Write, wire or cable where we may serve 
Cable address “Eustis Boston”. 


Norfolk, Virginia 


131 State St., Boston, 75 West St., New York 
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Davidson Reports Stewardship of Bureau Activities 


| 
16 Month Sales A 


Annual Revenue 


dd $29,520,000 to 


of Power Firms 


By James E. Davidson* 
Chairman, Electric Refrigeration Bureau 
OR nearly a year and a half now the Electric Refrigeration Bu- 
F reau has been carrying on. Its banner—‘Invest in An Electric 
Refrigerator’’—has actually frozen its message into the minds of the 
yeople from Portland, Me., to Portland, Ore., and from the Gulf to 
Canada, sweeping over our Canadian borders into several provinces 


vhere excellent selling activities have been carried on. 
The enterprise has crowded its way @———— —— 


outh to Porto Rico and across the Pa- 
cific to Hawaii. Many countries in South 
America have taken advantage of the 
sales promotion materials created by 
our bureau in carrying on their own 
refrigerator selling activities. 

The Electric Refrigeration Bureau, 
which began on a hot August afternoon 
in a hotel room in New York, has be- 


| year, and for the many years to come. 

While this was actually being accom- 
plished in the Middle-West division and 
| throughout the country, at the same 
|time the activity created $295,000,000 in 
|retail sales volume for the refrigerator 
| manufacturers, its sales agents, and the 
|central stations. 


come nation-wide, and to an extent, in- | 


ternational. It has been tried and test- 

ed, and is no more an experiment. 
From me, as general chairman, you 

have a right to know what has been 


actually accomplished during the past | 


16 months in which you have given your 
time, energy, and funds, in carrying on 


your part of this nation-wide coopera- | 
|ing and printing, and so on. 
Has it been worth the energy you} 


tive selling endeavor. 


have expended and the time that you 
have given to it? Is the money that 
you have invested in this activity bring- 
ing to your company a good return? 

These are questions, answers to which 
you have a right to know, especially 
turing these trying times when we are 
all doing our utmost to conserve every- 
thing. 


948,676 Sold in 1931 


In 1931 our aim was to sell one million 


electric refrigerators. We actually sold | 
948,676, coming mighty close to gaining | 
ir original objective, in spite of being | 
delayed two, months in getting started, 
ind even though we were in the throes 
of depression. 

With the beginning of this year we| 
et as our goal—‘Another Million in 
1932." Four months have passed—just | 
what has been accomplished so far this | 
year? | 
| 
frigeration Bureau National Headquar- | 
ters show that during the first four | 
months of this year 281,324 refrigerators 
were sold. 


Income to Power Industry 


By taking out your pencil you can 
figure out that for the 16 months of | 
our activity there were sold 1,230,000 | 
refrigerators in the United States. Mul- | 
tiply this total by $24, which is the aver- | 
ige cost of operating an electric refrig- | 
erator for one year, and you will re-| 
eive the startling information that our 
efrigerator selling activity has pro- 
luced for the electric industry $29,520,- 
100 in increased revenue annually, not 
nly for this year but for the many 
ears to come—very important, we will 

|! admit, knowing that the power load 
irves have been making new startling 

iprecedented dips. 


Bringing this example directly home 
you in our section of the country: 
In the Middle-West division, for the 
months closing at the end of April, 
‘244 refrigerators were sold. This 
ans that $2,117,856 in increased reve- 
annually has been added to the lines 
the electric companies in this divi- 


n 


Being even more specific—if a com- 
! sold 4,279 electric refrigerators 
ring the past 16 months, as was done 
Omaha, its increased revenue from 

project totals approximately $102,- 

And if a company sold 24,144 re- 
gerators, as St. Louis did in 1931, the 
creased revenue from this activity 
Address before mid-west section of N. E 
A. at Kansas City, May 18-20. 


Salesmen Employed 

This not only kept the salesmen em- 
ployed, but it also kept the doors of the 
factories open, and thus aided in main- 
taining the earning power of many of 
|your fellow men. It stimulated pros- 
perity in many other ways by keeping 
stores rented, producing more advertis- 


With these facts at hand, I ask you 
has the Electric Refrigeration Bureau 
activity been worth while? Has it been 
worth your interest and your expendi- 
ture of funds and energy? 


You can determine your own answers | 


to these questions, and still you have 
received only half of the story. In as 
few words as possible, and with sum- 
marized thoughts, I want to point out 
to you another result of our coopera- 
tive selling effort. 

It is an important result, and like a 
rolling snowball as it gathers momen- 
tum, it is becoming greater and even 
more forceful. I refer to the new friend- 
ly relationship that has developed and 
which is developing between power and 
light companies and all other dealers 
handling electric appliances. 


Aid to Specialty Selling 


The Electric Refrigeration Bureau 


would total | approximately $579,456 - 


light and power companies, from the 
standpoint of good trade relations. 

The result of all of this culminated, 
as we all know, in many anti-merchan- 
dising bills introduced in state legisla-| out of 
tures. Two state legislatures turned this 
misconception into laws. 

Piercing this cloud of misconception, 


brought a new light of understanding, 
substituting it for the darkness of sus- 
picion and jealousy. It brought together 
the local refrigerator dealers and power 
and light company executives and sales 
departments, and combined them into 
the most effective and practical coopera- 
tive selling activity ever developed in| revenue from their customers. 
the history of American business. 


One of the most shining examples of 


Louis. Charley Michel has won national 
recognition because of the extraordinary 
local bureau program which he evolved 
and directed. 

The Union Electric Light and Power 
Co. of St. Louis sells electric refrigera- 
It is in direct sales competition 


per cent of all of the refrigerators that 
were sold in St. Louis, and the Union|in Omaha 
Electric Light and Power Co. supplied 
nearly two-thirds of the funds for the/the previous year, and yet our local 
local bureau and sold less than 8 per | dealers sold 83 per cent of the total. 
cent of the year’s sales of electric re- 
frigerators. 


———_— —— 


has brought a new light not only to} 
Figures tabulated by the Electric Re-| electric refrigerator marketing, but, in | 


fact, to all electric appliance selling. It 
has shown conclusively that competing 
interests in the refrigerator selling busi- 
ness, and, in fact, all business, best 
serve their individual and even selfish 
purposes by cooperation with their com- 
petitors. 

As late as four years ago there was 
as little cooperation in the electric re- 
frigeration field as in any industry one 
might name. The personnel of the in- 
dustry represented men drawn from al- 
most every other line of work. 


| 


Some were previously engaged in elec- | 


trical channels, some were from the 
automotive field, some were previously 


radio men. Piano and brush salesmen | 
became successful refrigerator salesmen, | 


as did shoe clerks, postoffice workers, | 


and house-to-house silk stocking mar- 
keteers. 
Actually a new industry was born! 


Naturally the competitive spirit de- | 


veloped automatically and immediately. 


Jack Frost, selling a certain brand of | 


|refrigerator, found that some of his 


prospective buyers were snapped up and 
sold by Bill Freeze, one of the refrig- 
erator salesmen for the Light & Power 
Co. Jack and Bill, in all probability, 
were utter strangers. Nevertheless, 
each had a clear mental picture of the 
other—including horns and a tail and 
a strong smell of brimstone 

This idea of competition went all the 
way up and down the line of electric 
merchandise, and included dealers, dis- 
tributors, manufacturers, and power and 
light companies It was an evil—-an 
utterly unnecessary and dangerous mis- 
conception for all—especially for the 


BU 
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z CONDENSERS “4 


b; For small or large compressors ¢—4 

| standard sizes or to specifica- 2. 

“| tions. A folder of 18 stand- }-/ 

===4 dard condenser blue prints is == 
now ready for mailing. 


. THE BUSH MFG. CO., HARTFORD, CONN. , 
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St. Louis Bureau 


Example in Kansas City 


standing job as regional director. 


Literally, 
and villages all over the country, under | Farley, ably assisted by State Directors 


dealers and distributors are happy. Do|of St. Louis, Kansas City, and Omaha, 
you think that the St. Louis dealers|in this Middle-West division. 

and distributors want the Union Elec- 
tric Light and Power Co. to be forced | to0, would have done a good job if the 
the merchandising business? | power and light companies had been 
They do not! 

Neither does the company want the 
dealers and distributors to quit busi-| the appliance selling agencies want the 
Electric Refrigeration Bureau| ness. Together they have accomplished | central stations to go out of the mer- 
a job neither could hope to do alone,|chandising business? I do not believe 
and all enjoy the profit which real co-|that they now begrudge our power and 
operation brings and which cannot be | light companies’ sharing in the resulting 
obtained by any other means. The deal-| sales benefit that they have helped to 
ers have obtained their fair share of | bring about, also giving them the oppor- 
the sales volume, and the power and/tunity of being of greater service to 
light companies acquired greater annual | their customers. 


And I can assure you all that Kansas, 


in a position to accept the leadership. 
With such a record do you think that 


You can readily see that the Electric 
Refrigeration Bureau, which was organ- 
ized mainly for the purpose of increas- 


What happened in St. Louis holdstrue| jing electric refrigerator sales, has 
for Kansas City also, where 1931 sales | brought about a better understanding 
this cooperative selling activity is in| were nearly twice their quota and where /and a more friendly relationship be- 
our own Middle-West division at St.| the Kansas City Power and Light Co.|tween the power and light companies 
contributed liberally to the local activi-| and all selling agencies of all electric 
ty of the bureau, but sold only 5 per | appliances. 
cent of the total number of refrigera- 
tors that passed into the homes of elec-/ the details of the activity because the 
tric consumers in this city. The Kansas | jjan books and pamphlets dealing with 
City Power and Light Co. is enjoying | special drives and giving information in 
fine trade relations too. This is a tribute | pepard to advertising and sales promo- 
with the 160 dealers and distributors|to C. F. Farley, who is doing an out-| tional material, have been made easily 
who are members of the St. Louis Elec- 
tric Refrigeration Bureau. But these 


I have not burdened you with any of 


available to all who are interested. 


If I may be pardoned in mentioning The national advertising plus these 
dealers and distributors sold over 92) my own city—and I do so only in defer- | sales-stimulating promotional materials 
ence to the splendid record they made/and local newspaper advertising, are 


sales of electric refrigera-| creating in America an electric refrig- 


tors in 1931 were about double those of | erator consciousness. 


I am appreciative of the fine bureau 
organization we have in the Middle- 
thousands of cities, towns | West division, with Regional Director 


the Union Electric Light and | state directors and representing 500 local | Charles C. Hellmers of Nebraska, H. C. 
Power Co. is gratified with the results. | bureaus, 
They have friendly trade relations. The 


When a Sale waits on a Credit Checkup 


THESE C. |. T. LOCAL OFFICES WILL 
WELCOME YOUR INQUIRY 


Aberdeen ~ Akron ~— Albany ~ Altoona 
Amarillo ~ Asbury Park — Asheville - Atlanta 
Augusta — Austin — Baltimore ~ Bay 
Shore ~ Beaumont — Beckley ~ Binghamton 
Birmingham ~ Bluefield — Boston ~ Bridgeport 
Bronx — Brooklyn ~— Buffalo -— Camden 
Charleston ~ Charlotte — Chicago — Cincinnati 
Clarksburg ~ Cleveland ~ Columbia 
Columbus ~— Dallas ~ Davenport — Dayton 
Denver — Des Moines — Detroit ~ El Paso 
Erie — Florence — Fort Wayne ~ Fort Worth 
Fresno ~ Glens Falls ~ Green Bay 
Greensboro - Greenville ~- Hagerstown 
Harrisburg - Hartford - Hempstead ~ Hickory 
Houston —- Huntington - Indianapolis 
Jackson — Jacksonville — Jamaica ~ Jamestown 
Jersey City - Johnson City - Kansas City 
Kenosha ~ Knoxville — Lansing — Lexington 
Lincoln — Little Rock — Los Angeles — Louisville 
Manchester - Memphis — Miami — Milwaukee 
Minneapolis ~ Montgomery - Montpelier 
Mt. Vernon — Nashville - Newark - New 
Haven — New Orleans — New York ~ Norfolk 
Oklahoma City =~ Omaha ~- Orlando 
Owensboro - Paterson —Peoria-Perth Amboy 
Philadelphia-Phoenix-— Pittsburgh — Portland, 
Me. = Portland, Ore. =~ Poughkeepsie 
Providence — Raleigh ~ Reading ~ Reno 
Richmond-Roanoke~ Rochester~ Sacramento 
St. George —- St. Lovis — Salt Lake City 
San Antonio — San Diego — San Francisco 
San Jose ~ Scranton — Seattle — South Bend 
Spokane ~- Springfield - Spring Valley 
Stockton - Syracuse ~— Tampa ~- Toledo 
Tucson ~ Tulsa =~ Utica - Washington 
Watertown ~ Wheeling - White Plains 
Wichita - Wilkes-Barre - Youngstown. 


present very much the same| Porter of Missouri, Ira Steele of Iowa, 
picture I have drawn from the examples | and L. A. Faulk of Kansas. 


BANKERS TO 


INDUSTRY 


EVERYWHERE 


Electric refrigerator merchants want a Finance Service which 
moves fast and gets results. That describes C. 1. T. Right in 
your city, or near you, is a C. I. T. Local Office which is a 
complete financing unit. It will check your prospective 
customers and report, at no expense to you. It will take 
your contracts as you make them and promptly give you 
cash. It will make collections for you. . . tactfully, through 
trained C. |. T. men who know local conditions. 


Only when you have this type of finance cooperation can you 
be sure that time payments are paying you your full profit. 


C. 1. T. Plans cover all models of approved types of mechani- 
cal refrigerators and water-coolers, as well as electric 
ranges and electric water-heaters. Costs are uniformly low, 
and the Plans notably free of red tape. The capital strength 
and past record of the C. I. T. institution is a guarantee of 
absolute dependability. 


C.LT. CORPORATION 


ONE PARK AVENUE, NEW YORK 


A Unit of 
COMMERCIAL INVESTMENT TRUST CORPORATION 
CAPITAL AND SURPLUS OVER $80,000,000 
Subsidiary Operating Companies with Head Offices in New York Chicago 


San Francisco — Toronto - Canada ~ Also Completely Functioning Local Finance 


Offices in the Principal Cities 


Pe 
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SWEENEY TELLS G. E. 
PLAN OF PRODUCTION 


(Concluded from Page 1, Column 2) 
close to the firing line to get the proper 
perspective of sales trends from which 
production should be planned.” 


The General Electric refrigeration de- 
partment has a basic policy of continu- 
ous factory operation, Mr. Sweeney an- 
nounced. “We are definitely following 
the policy of producing on the smooth- 
est possible production curve through- 
out the year, and stocking for future 
sales during the off-peak months. We 
have been reasonably successful up to 
the present time, and believe this policy 
of stabilization is entirely practical from 
a cost and efficiency standpoint.” 

He then explained how the production 
schedules are figured for the year on 
the basis of sales estimates, and allot- 
ments made to each week which will 
not vary more than 15 per cent plus or 
minus from the average weekly rate 
for the year. A lantern slide indicated 
a production variance of about 10 per 
cent in the first six months of the year, 
and 7% per cent for the last six months. 


Stocks on Hand 


“Stocks reach a peak of approximate- 
ly 33 per cent of total annual sales in 
March,” he reported, “and recede to 
about 6 per cent in August, when they 
again begin to increase, reaching about 
21 per cent of the annual sales quan- 
tity on Dec. 31. This gives about five 
turnovers per year.” 

Because of the interest expressed in 
Mr. Sweeney’s paper, it will be pub- 
lished in more detail in the next Engi- 
neering Section of the News. 

Mr. Sweeney concluded by voicing a 
vigorous denial of the “high cost of in- 
efficiency in very large organizations.” 

“There is little inefficiency in the direc- 
tion of direct labor,” he declared, “and 
certainly not much in the purchasing of 
materials, for usually the bigger the 
buyer, the tougher he is on prices. 

“Every nickel spent in technical re- 
search by large companies is returned 
in lower basic costs,” he believes, “and 
the indirect labor, or salaried employes, 
function in well-organized, efficient op- 
erations,” he opined. 


Show Conveyor System 


Following Mr. Sweeney’s speech was a 
talking movie on the new continuous 
conveyor used in General Electric Erie 
(Pa.) plant. The first pictures depicted 
the relative confusion of floor trucks 
used for moving materials about the 
plant before the conveyor installation, 
while the remainder of the_ talkie 
showed the systematic operation of the 
new conveyor. 

Electrical testing gauges developed 
jointly by the General Electric Co. and 
Pratt & Whitney Co., Hartford, Conn., 
for refrigerator manufacture were dem- 
onstrated and explained by C. V. John- 
son, sales engineer of the Pratt & Whit- 
ney Co. 

The meeting concluded with a talking 
movie of the Kelvinator manufacturing 
operations, picturing in detail the man- 
ufacture of cabinets in the Grand Rap- 
ids plant, compressor manufacture and 
testing in the Detroit plant, and in- 
stallation and final testing of refrigera- 
tors before shipment. 


Refrigerator Accessories 


If a purchaser asks what kind of 
dishes to buy for use in her newly in- 
stalled refrigerator, you will find that 
the question becomes easier to answer 
every day. 

You might suggest, as does Miss Edith 
Barber, president of the Home Eco- 
nomics Food Association, and author of 
the new Servel Hermetic book of 
recipes, that lacquered-tin coffee or 
cracker jars may be put to good use 
for vegetable storage if a few holes are 
punched in them. Or that tall, narrow 
cookie cans, laid on their sides, are 
good for storing celery or whole carrots. 

Small jars such as mayonnaise or 
sandwich spread comes in may be used 
for leftovers, as they have lids which 
may be screwed tight. 

But for the refrigerator buyer who 
wants to start off with all the equip- 
ment necessary, there are, every day, 
more refrigerator dishes and accessories 
from which she may choose. 


Department Store Offerings 


The Herald-Tribune Institute picked 
up a good variety of these by visiting 
a few department stores; it did not 
make a survey of any kind, but chose 
good quality utensils as it came upon 
them. 

Tufglas refrigerator dishes come from 
the Marsden Glass Works, Ambler, Pa. 
These, as well as Pyrex (Cornell Glass 
Works product) and some pottery dishes 
made by the Harker Pottery Co., Liver- 
pool, Ohio, are three-purpose dishes. 
They may be used in the refrigerator, 
in the oven, and on the table. 

The saving in dishwashing would ap- 
peal to many housewives, as well as the 
saving in cupboard space and in money 
spent for utensils. 

On another shelf were sets of pale 
yellow, blue, or green square refrigera- 
tor dishes, and nests of three and four 
dishes designed to stack up and save 
refrigerator space, manufactured by the 
McKee Glass Co., Jeannette, Pa. 


Pottery Ware 


Wanamaker’s shows a nested set of 
round refrigerator dishes, rather heavy, 
which they import from Germany. 

Besides the heat-proof dishes, the Har- 
ker Pottery Co. puts out a set in cream- 
colored pottery with a flower design, 
which would be a good gift for the 
woman who owns an electric refrigera- 
tor. These can be matched up with 
bowls, platters, and other articles for 
use about the kitchen or the breakfast 
table. 

A practical blue pottery bottle, with 
a stoppered spout, was designed to hold 
a supply of cool water by S. A. Weller 
Co., 200 Fifth Ave., New York City. The 
bottle has flat sides, taking up very 
little space. 

Ice cube trays—rubber Flexotrays, 
made by Inland Mfg. Co., and Easy- 
Out trays of metal with flexible grids, 
by McCord Radiator Mfg. Co.—are pop- 
ular accessories. 


An Accessory Shelf 
Mrs. Helene Foster, home economist 
for Philip H. Harrison, Inc., General 
Electric distributor at Newark, has quite 


New Model, 
COOLER fits 


seamless 
all refrigerators — 


The new model Coldrink of seamless white enamel with rounded 
corners can never rust and fits all electric refrigerators. 
old fashioned water bottles and pitchers. 
eration season. Attractive discounts. Write for details. Hamburg 
Bros., 963 Liberty Ave., Pittsburgh, Pa. 


COLDRINK 


Banishes 
Big sales during refrig- 


By Gertrude Stanton 


an accessory department of her own, 
and reports that last year the sales of 
accessories paid the overhead of the 
home service department—and $500 
more. 

The layout is two years old, and was 
originally developed almost entirely 
through inquiries received from users 
themselves. If there were sufficient in- 
quiries for an item, if it filled a definite 
need, was sanitary, convenient, inexpen- 
sive, not subject to easy breakage, they 
took it on. 

Since that time General Electric has 
made available to its dealers and dis- 
tributors a line of accessories, many of 
which have been added to the Harrison 
list. 


Cooking Class Sales 


Mrs. Foster says that it is not infre- 
quent for a customer to order $10 worth 
of accessories when signing for a refrig- 
erator. The customer is in “the refrig- 
eration mood” at the time, and wishes 
to start out with a fully equipped re- 
frigerator. 

Other sales are made to women who 
come into the Institute to attend cook- 
ing classes, and who notice the bright 
and attractive display. Many acces- 
sories are sold for bridge prizes, since 
the price of the various articles is fair- 
ly low, and they are a relief from the 
gift shop sort of prize. 

Many users, having seen the display 
at the time they bought their refrigera- 
tors, come in again and again as their 
needs develop. Thus a contact with the 
users is continued. 

The accessory business is_ strictly 
“cash and carry” and so the Harrison 
display contains no articles which can 
be had in other stores in the neighbor- 
hood, and which might be delivered by 
someone else. 


What She Sells 


At any rate, here are some of the 
things which Mrs. Foster has found 
profitable. A vegetable dish made by 
the Republic Stamping and Enameling 
Co., of Canton, Ohio; as well as two 
other dishes made by the same com- 
pany. One, a dish about 6% in. square 
and 2 or 3 in. high, just holds 2 lbs. of 
butter with no waste space. The other 
is a general utility dish 10 in. long. 

A vegetable pan or crisper is a good 
seller, too. The one she uses is the 
“Sealdcrisp,” furnished by the General 
Electric Co. Others are made by Voll- 
rath Co., Sheboygan, Federal Enameling 
& Stamping Co., Pittsburgh, Bellaire 
Enamel Co., Bellaire, Ohio. 

A wire basket made of long steel rib- 
bons by the Central Wire & Frame Co., 
54 E. 23rd St., New York City, is sold 
for fruits. The Union Steel Co., Albion, 
Mich., makes a shallow basket for use 
with eggs, tomatoes, or green peppers. 

There is a large container for cold 
drinks put out by the Hamburg Bros., 
Pittsburgh, which is a popular seller in 
summer. This has a pouring spout 
which can be operated without remov- 
ing the container from the refrigerator. 
A similar one is made by the Federal 
Enamel & Stamping Co. and others. 

For the hostess who wishes to serve 
individual frozen desserts or cocktails, 
Mrs. Foster carries individual cast- 
aluminum dishes made by the West 
Bend Aluminum Co., West Bend, Wis. 
These, she reports, look very much like 
sterling silver, and retain their polish 
well. 


Other Types of Dishes 


A set of three dishes, one rectangular 
and two almost square which sit on top 
of the long one, come from the United 
States Stamping Co., Moundsville, W. 
Va. A similar set available in different 
colors is made by Federal Enameling 

Among the accessories recommended 
by the General Electric Co. which Mrs. 
Foster’s department sells are a rubber 
tray; a fast-freezing tray which will 
freeze 18 ice cubes in approximately 
an hour; and the popular Dainty Doro- 
thy cookie utensils 

These are shaped like hearts, spades, 
diamonds, clubs, and are not cookie 
cutters, but long molds into which the 
cookie dough may be packed. Put in 
the refrigerator and chilled, the dough 
can be slipped from the molds and will 
hold its shape while it is sliced very 
thin. The baked cookie is thus per- 
fectly shaped, and very crisp. 


Glass Rolling Pins 


A cabinet cleaner and an aluminum 
cleaner and polisher are two popular 
items of the accessory shelf. An inter- 
esting accessory is a glass rolling pin 
which can be chilled in the refrigerator. 
Mrs. Foster says that pie crusts kept 
cold while they are rolled, will be sure 
to be flaky and light. The rolling pin 
should not be chilled when used with 
doughs containing yeast or baking pow- 
der, however. 

Mrs. Foster used to carry several 
glass utensils, but is one of the school 
of women which does not like glass for 
hitchen use. “All glassware requires 


polishing long after it is really clean. | 
There is enough of that kind of work | 
why | 


with the dining-room glassware; 
add to it in the kitchen?” she asks. 


Other women, however, will like the 


| bothered with 


accessories.” 


A NEW FIN COIL : | 
by PEERLESS ia 


Wedge-Locked and Edge-Locked Alumi- 
num Fins on Tinned Copper Tubing 


glass better than the enamelware (which 
is Mrs. Foster’s first choice). You can 


see the contents of a glass refrigerator 


dish in a moment, without taking the 
lid off, or removing it from the shelf. 
The glass looks well on the cupboard 
shelves, and will chip no more readily 
than enamelware. 


More Accessories 


Still other refrigerator accessories 
which can be purchased in the stores 
today are sets of molds for “pressed” 
or molded foods; beverage mixers; menu 
files; refrigerator recipe books; glass 
foot rests for refrigerators; ice cube 
tongs and bowls; and even beauty aids. 


Two companies make these last. The 
LeBarque Sales, Inc. has a_e gad- 
get resembling a glorified tablespoon, 
with a colored handle. Inside the bowl 
of the “Pakkold” as it is called, is a 
refrigerant. Placed in the refrigerator 
touching the cooling unit, the ‘“Pak- 
kold” will get colder and colder, and 
may be used instead of an ice pack for 
treatment of nervous headaches, or for 
making the complexion more beautiful. 
The other similar device is made by 
Silverice, Inc. 

The Pakkold is used by Gibson dis- 
tributors as a means to get prospects, 
which is fully described on page 19 of 
the May 18 issue of ELectric REFRIGERA- 
TION News. Gibson also stocks acces- 
sories such as rubber ice cube trays, 
“Easy-Out” trays, vegetable “Crispera- 
tor,” water coolers of porcelain, and 
double depth dessert trays which it ad- 
vises its distributors to have on display 
at all times. 


Comparison With Auto Industry 


E. O. Bodkin, advertising manager of 
the McCord Radiator & Mfg. Co., maker 
of Easy-Out ice cube, or ice bar, trays, 
says that the refrigeration industry, so 
far as accessories are concerned, is in 
the same position as was the automo- 
bile industry 10 years ago. 

“Remember how you used to buy your 
car, then go down the street and buy 
a pair of bumpers from another store, a 
horn from somebody else, and a sun 
visor from still a third? 

“Finally automobile merchants de- 
cided to stock their own accessories and 
get all the profits themselves. They 
would place a stock model, just as it 
came from the factory, beside an identi- 
cal model, all dressed up with acces- 
sories, and the completely fitted model, 
even though it cost more, would go 
first.” 

Mr. Bodkin thinks that would be a 
good idea in selling refrigerators. The 
idea would be to place identical models 
on the floor. Leave the interior of one 
just as it came from the factory, and in 
the other put the various accessories 
which the owner will need in the course 
of time. 


Visualizing Appearance 


He tells of seeing refrigerators in the 
showroom, with the interiors used as a 
storage place for literature, etc., and 
with the packing not even taken away 
from the trays. A cabinet with, say, a 
novelty ice cube tray, a water bottle, 
some dishes for different purposes, 
would help the housewife visualize its 
appearance in her own kitchen. 

Mr. Bodkin quotes statistics from the 
refrigeration department of the Good 
Housekeeping Shop, Detroit, showing 
that 85 per cent of the refrigerators 
sold are sold on appearance. 

He also tells of going into a distribu- 
tor’s retail showroom and of seeing a 
very attractive showcase full of acces- 
sories. Noting an article which he liked, 


| he asked to see it, and was told by the | 
| salesman that the head of the firm kept 
the key to that case—and he was out of 


town. 


“Men tell me that they 


“If that is the case, let them continue 
to make unit sales as automobile sales- 


men do, including the accessories in the 
original price. 


“Or, let them use accessories as a 


means of gaining entree for their serv- 


ice men, or for salesmen calling on users 


for names of prospects. Dealers can pay 


their rent on the profit they make from 


can’t be | 
small sales such as the | 
| accessory line brings,” Mr. Bodkin says. 


WINNERS IN MAJESTIC 
CONTEST ARE NAME) 


CHICAGO—Prizes are now bein 
shipped to winners in the “contest wit 
out a name” conducted for Majestic 1 
frigerator distributors, which closed r 
cently. P 

Winning distributors in each grou 
are being awarded a combination m 
rine clock, barometer, and thermomete: 
A wrist watch, to be passed on to th 
member of the distributor’s organizatio 
who contributed most to its success i 
winning the prize, was also awarde 
the winner of each group. 

In an auxiliary contest in which di: 
tributors sent in the names of dealer 
who had been signed for direct maj 
literature and window display program: 
the winners in each group are give: 
a leather sports bag. 

Winners as reported by V. E. Vining 
assistant sales manager, are as follows 
in group A, Harry Alter Co., Chicago 
and Peirce-Phelps, Inc., Philadelphia 
tied for first place; in group B, Unge: 
& Watson, Los Angeles, was first. 

Group C winner was Thompson & 
Holmes, San Francisco; in group D 
Kelley-How-Thomson Co., Duluth, Minn 
took first place, and in group E, Kim- 
ball-Upson Co., Sacramento, Calif., qual 
ified for first prize. 

Winners of the direct mail contest 
were as follows: group A, Peirce-Phelps, 
Inc., Philadelphia; group B, Unger & 
Watson, Los Angeles; group C, Thomp- 
son & Holmes, San Francisco; group D, 
Midwest Timmerman Co., Dubuque, 
Iowa; group E, Kimball-Upson Co, 
Sacramento, Calif. 


CASWELL APPOINTS DEALERS 


DETROIT—Caswell, Inc., G. E. dis- 
tributor for Michigan, has recently an- 
nounced the appointment of two new 
dealers for General Electric Hotpoint 
ranges. The new dealers are J. J. Fri- 
day & Son, Richmond, Mich.; and the 
Modern Electric Co., Mt. Clemens, Mich 

Since taking over the distribution of 
Hotpoint ranges on Jan. 1, Caswell 
Inc., has appointed more than 60 dealer 
outlets in the state of Michigan for this 
appliance, according to A. E. Truax, 
sales promotion manager. 


e 


NEW McCORD 
EVAPORATOR 
GUIDE BOOK 
SHOWS THE McCORD 
EVAPORATOR TO BE 
‘USED IN ANY TYPE OF 


BOX AND INSULA- 
TION, AND IN ANY 


aes ‘ 


Absolute Metal to Metal Contact 


Priced to meet 1932 conditions. 
Write—Wire for Catalog. 


515 W. 35th St. 


A Superior Coil in which Soldered Re- 
turn Bends have been eliminated. 


PEERLESS ICE MACHINE CO. 


Chicago, Ill. 


i ane rie ik Sr a ak ys eames Buys ut. stb a Pag RT 8 US inet ce AOS). y. PA Mee ey ier: eee OSS Bk ea hare Stench ae a ee Ge ee \ a e Biieet se aly a Sees Talal pale ce Bie 4, ese ee ee Re a eS ey «ee ee ee SNe.) OR iy oe SG ee 
of ge were eee a4 pO eae Bion ML ag Sang 7: fMRI eM ok aie ge a me oO eee i \VGch ee ee mT? ts. es een Unibet AN Jo aepie Bele ae ts oa me Se ee Oe ne oem RS, pu OT tee Sees st aa ee ail OR nee Gl a ceo . oa 
be a 224k Wee Oe =; vse’ ‘ie see a s aoa , ceadate eae a od Pa pst Sete Pers Se a ae ore + oe ne Be iy a > ae aA y sy ee Brak Br eh Og “ ae a ie 4 ae fla foi ae : ap £er% =: se ie o eet. 7 ee ee 
- , , , : ) , : ‘ fy? 
| a ee a ee a a Ne eS ee - 
| ee 
| re eee 
: 
| , 
: 
1 
PE 
_ 
ee 
| 
1 
| | FO 
‘ 
me | 
“Bae 
We gi 
SS ee 
a 
we 
=e 
es 
meee PO 
‘ 
aE PC 
Lene es — : a 
ae 
“fat ae 6 —_—_ ———— 
a J ee : 
ee) A Je ‘ ae nee = 
: Bd wold oe Wea: 4 
e 
| 
ae. eh 
a 7 a rn 
a gta a | | | 
ms | al | Be gi 
ee ee | 
— | ae Tage | 
” | ei. ; sa zaid 
anaes ie | ie We ~~ ae 
; { : A Cop: 
| Pantie d hy 
; ne >) ay ae ; 
} [ a : : eS: ale | | 
) as | | 
=} \ ™ 7 OR >) | 
‘: a) \ | . : | 
; : goees 7 " 
e HI : — ae Rem Di TOR it 
ee | Ve n——_ i : ” / \ ss ahi 
& i | ee ey i ae 
i E 4 BP 2, 3 | , & | | 
v ; QJ / ¥ rine i ; vo ie ios 
3 j a : 7 ? sa 
—_ “ : | | s - rept 3 BS ss Sia 
fot LF fel | ee | 
fi 7 
: | ommeeecanae | 
cy A. Came By). 
id ie 48 2 f{ Ly 
ae =i ah 2 == hy 
——— - ~ a SS 
ee <a a eS Sans, me . 
Dee mee F =, 3 =e | 
eas - <——— (L17* " | re 
oy : has 7 a | 
; ilies | PO sil : = 
fel a Li : 
eae bea ie, 
ag “ | pe EDU ae eed) 
, eas. il aeon 
7 . Ore: 
" ’ niente 
a SS 
| CS 
i 
ai ait ae ee eee ae ca Se mes a sa , " — , , | ) 
ora a > ee ee ar ei ee ae Pa Lee ten: Ee mere! agenda Ce verirae prc Te a Nine gmn arp lt 65 mite ta ae - Fy Oe a ee ° wi iii <i eee! ae a ee iti 
AL eat GET oe Ee - ae © de OEE Ria ite pe PI IR Raver EGS Cee Sie Cee ere A a yaaa. PP ene, eS ee ee ae eC 
2 ee ed Ai Gaile eS Ese EG EARS aie rt ees ge ge og eee eo A Se | ee ot ee ee ts mee BP ae ne ee, Ce See aes ck ae enti ieee + ee 
' ie = tS Sr : ee idee ees csr caine oat ES RR eee he Ree Rd carnal dora a 7 {Peay 2a eed ae ee Ea gg acai Deer FO mee samen Mor ok Nae Pe 
Lea ox: vex OE eo ok eg! | I ee ce ee ie : et lg, 3 ere ee, ke el, Lot iat kee RST < see ee See ies: Sea AA er eee a a aa : ae niin il _ : a pi 
Ol is Rew kct terete Clie | sce Da a eent ee Ree Nan og S Fonte ain) hie: en a ER Cai gerne EA A hc oe Y Sad Se peceer? ae er aire yaretnns aries Comat rae 4 


TIC 
ME!) 


bein 
t wit 
tic 
sed 1 


grou 
nm 
mete; 
to th 
zatio 
ess j 
varde 


h dis 
lealer 
. ma 
srams 
give: 


‘ining 
llows 

icago 
‘Iphia 
Unge: 


on & 
ip D, 
Minn 
Kim- 
qual 


ontest 
helps, 
yer & 
10m p- 
up D, 
yuque, 

Co., 


ERS 


. dis- 
y an- 

new 
‘point 
. Fri- 
d the 
Mich 
on of 
swell, 
leale! 
r this 
ruax, 


ELECTRIC REFRIGERATION NEWS, MAY 25, 1932 


13 


Program for Annual Purchasing Agents 
Convention in Detroit Announced 


DETROIT—tTentative plans for the 
program of the 17th Annual Internation- 
il Convention and Informashow of the 
National Association of Purchasing 
Agents, to be held June 6, 7, 8, and 9 
it the Book Cadillac Hotel, have been 
announced. Prof. Howard T. Lewis, of 
the Harvard Graduate School of Busi- 
ness Administration, is chairman of the 
program committee. 

Among those men connected directly 
or indirectly with the refrigeration in- 
dustry who will appear on the program 
are Charles F. Kettering, vice president, 
General Motors Corp., who will speak 
on the subject, “Relation of Research 
to Planning;” and C. G. Bunnell, West- 
inghouse Electric & Mfg. Co., Pitts- 
burgh. 


Richardson Will Preside 


The general convention session Mon- 
day morning will be preceded by a 
breakfast meeting of the Purchasing 
Agents Association of New York. 

At the first general convention ses- 
sion, George M. Richardson, president 
of the association, and purchasing engi- 
neer of the Southern California Edison 
Co., Ltd., Los Angeles, will preside. 

G. A. Renard, secretary-treasurer of 
the association, will give his annual re- 
port. 

Wallace B. Donham, dean of the Har- 
vard University Graduate School of 
Business Administration, will speak on 
“Implications of Economic Planning,” 
and Charles Kettering, vice president of 
General Motors Corp., is scheduled to 
speak during this session. 


Luncheon Meetings 


Luncheon meetings will be held by the 
Editors’ Group, with Lester G. Auberlin, 
editor of the. Detroit Purchaser in 
charge; Educational and Institutional 
Buyers group, with Henry B. Abbett, 
chairman of the group and purchasing 
agent, Purdue University, in charge. 

Financial group, with Raymond E. 
Flynn, purchasing agent of the Union 
Guardian Trust Co., Detroit, in charge; 
governmental purchasing group and 
committee, with Joseph E. Mills, gen- 
eral manager of the Detroit Street Rail- 
ways, in charge; mining, smelting & 
refining group, with E. G. Wertheimer, 
purchasing agent of the Federated 
Metals Corp., Detroit, in charge. 


Presentation of Awards 


At the general convention § session 
Monday afternoon, Joseph E. Mills, vice 
president at large of the association, and 
general manager of the Detroit Street 
Railways, will preside. 

“Self-Regulation by Industry” will be 
the subject discussed by Charles F. Ab- 
bott, executive director of the American 
Institute of Steel Construction, Inc., 
New York. 

Presentation of awards for prize-win- 
ning papers in a contest sponsored by 
the association, will be made by Stuart 
F. Heinritz, assistant editor of The Pur- 
chasing Agent Magazine, New York. 
Subject for the contest this year was 
“Responsibilities and Prerogatives of the 
Purchasing Agent and His Department.” 

The editors’ group and the iron, steel 
and coal group will hold dinner meetings 
Monday evening. The show and exhibit 
in connection with the convention will 
be open until 10 o’clock Monday night. 

A discussion on coal will start off the 
luesday morning session which will be 
devoted as a whole to commodities. The 
discussion will be led by Thomas W. 
Harris, Jr., division purchasing agent, 


E. I. duPont de Nemours & Co., Wil- 
mington, Del. 

Other commodities discussed will be 
“Tron & Steel,” led by W. W. MacMillen, 
general purchasing agent, National 


land (with addresses on Alloy Steels 


Scrap Iron & Steel), and lumber, with 


presiding. 


morning, with the following talks and 


the State Governments and Divisions 
Thereof,” Dr. A. S. McAllister, chief, 


reau of Standards, Washington, D. C. 


Financial Group to Meet 


The financial group, with Raymond 
E. Flynn, purchasing agent of the Union 


man, will have a special meeting at the 
same hour (9:15, Tuesday morning), as 
will the paper shipping containers buy- 
ers’ group; the public utility group; the 
pulp and paper manufacturers buyers’ 
group; the oil company buyers’ group, 
and the mining, smelting, and refining 
group. 

Luncheon meetings will be held by the 
Chemical and Allied Products group, led 
by Homer Whiteman, purchasing agent 
of the Hooker Electrochemical Corp., 
Niagara Falls, N. Y.; the Coal Commit- 
tee; the Construction Buyers’ group, 
with I. R. Lewis, purchasing agent of 
the Walter Kidde Constructors, New 
York, presiding. 

Textile committee, led by Robert C. 
Kelley, purchasing agent, The Converse 
Rubber Co., Malden, Mass.; president 
end secretaries. 


Oil Company Buyers 


In the evening, dinner meetings will 
be held by the Oil Company Buyers’ 
group, led by P. W. Fenton, purchasing 
agent of the Tidewater Companies, Tul- 
sa, Okla.; and the Public Utility group, 
with Thomas R. Harber, purchasing 
agent of the Kansas City Power & Light 
Corp., in charge. J. W. Parker, chief 
engineer of the Detroit Edison Co. will 
speak at this meeting. 

Lewis A. Jones, general purchasing 
agent for the General Cable Co., New 
York, will preside at the general session 
Wednesday morning, at which Donald 
G. Clark of Brown & Sharpe Mfg. Co., 
will speak on “Purchasing Problems as 
Affected by Economic Planning.” A dis- 
cussion will be led by E. A. Scheibe, 
director of purchases, Bausch & Lomb 
Optical Co., Rochester, N. Y. 

E. C. Robbins, professor, Harvard 
University Graduate School of Business 
Administration, will speak on “An Eval- 
uation of Economic Planning, Particu- 
larly as it Affects the Work of the Pur- 
chasing Agent.” 

Group sessions will be held by the 
governmental purchasing group and the 
educational and institutional buyers’ 
group, and at noon the financial group 
will hold a luncheon meeting. 

“Should the Anti-Trust Laws be Modi- 
fied?” will be the question discussed 
by speakers Wednesday afternoon at a 
session directed by Dr. F. W. Russe, 
secretary and purchasing agent, Mal- 
linckrodt Chemical Works, St. Louis. 

Opposite viewpoints on the questions 
will be interpreted by Charles Wesley 


Dunn, member of the New York Bar; 


... another 
real profit maker 


Write for detailed information. 


Beverage 


ESCO Electric Beverage Coolers spread another large 
and important sales field before you... the hundreds 
of soft drink dispensers of city, town and highway 


In the dairy field, ESCO Coolers have NEW LOW @© oe 

PRICES ...a great ice-shortage ... and a wonder- 5 Great 

ful record of past performance to drive sales to a sagen 

new high mark, with corresponding profits for you. ESCO 
Profit-Makers 


The same exact engineering, the same manufacturing 
care and sound merchandising through established 1. Models “E" and “J” 
dealers, applies to every product in the ESCO line. 


Get our complete 
Sales Plan, showing our dealer helps and advertis- 


ing literature. Start your busy season now. 3. Model “D" ESCO Bev- 
‘ erage Coolers, 
. ahi . Medel “I ESCO Ice 
ESCO CABINET COMPANY Makers. 
5. Special ESCO Brine 
Manufacturers Tanks and Coolers for 
140 E. Market St. West Chester, Pa. @ "*"” sisi teptaet e 


Cooler 


ESCO Coolers (patent- 
ed) for cans of milk. 

. Models “B" and “BI” 
ESCO Dry Storage Cool- 
ers for bottled milk. 


Mallable & Steel Castings Co., Cleve- 


and Alloy Steel Scrap, and a presenta- 
tion of the award by the Institute of 


Guy A. Tompson, purchasing agent, The 
Empire Companies, Bartlesville, Okla., 


The educational and institutional buy- 
ers’ group will hold a meeting Tuesday 


discussions: “How Can the Results of 
Federal Testing be Made Available to 


division of specifications, National Bu- 


Guardian Trust Co., Detroit, as chair- 


Up in the Blue Ridge Mountains 


Furman Ferguson, sales promotion manager of Shaw’s, Inc., Majestic dis- 
tributor at Charlotte, N. C., points out important features of the new 
model 335 to H. A. Dunham, dealer in Asheville, in Blue Ridge Mountains. 


Abram F. Myers, formerly of the Fed- 
eral Trade Commission; Henry Ward 


sociation of New York, New Jersey and 
Connecticut. 

The annual banquet, with Edgar 
Guest as the guest speaker, will be held 
Wednesday evening. John R. White- 
head, director of purchases and re- 
search, Fairbanks, Morse & Co., Chi- 
cago, will award the J. Shipman Gold 
Medal at the banquet, and J. S. Camp- 
bell, assistant purchasing agent, the 
Utah Oil Refining Co., Salt Lake City, 
will award the Utah Attendance Cup. 

Thursday’s general session will be di- 
rected by George M. Richardson, presi- 
dent of the association, who will give 
his report. The resolutions committee 
will also give its annual report, and a 
general forum of national committees 
and groups will precede the installation 
of new officers. 


Committee in Charge 


The program does not include the en- 
tertainment features of the program, 
many of which are still undecided. Spe- 
cial railroad fares are being arranged 
on all roads for the benefit of delegates 
coming to Detroit. 

The convention committee includes: 
Harry J. Koehn, Gregory Mayer & Thom 
Co.; Joseph E. Mills, Commissioner, City 
of Detroit; Charles H. Reutelsterz, 
American Electrical Heater Co.; A. T. 
Harland, Charles A. Strelinger Co.; L. 
T. Miller, Detroit Steel Products Co. 

Frank B. Sweet, Swedish Crucible 
Steel Co.; R. E. Flynn, Union Guardian 
Trust Co.; Hugh A. Shillady, Fisher Body 
Corp.; Ray J. Mauer, Detroit Lubricator 
Co.; Morley G. Brown, Murray W. Sales 
& Co.; Albert Curry, Harry Brothers 
Mfg. Co. 

R. W. Green, Champion Porcelain Co.; 
|Henry George, General Motors Corp.; 
iL. G. Auberlin, Detroit 
Agents Association; William R. H. Les- 
iter, Detroit Purchasing Agents Associa- 


Beer, president of the Federal Bar As- | 


Purchasing | 


tion; Prof. Howard T. Lewis, Harvard | 
|Graduate School of Business Admin- | 


is s 
| istration. 
| 


Retiring officers include, besides Mr. | 


Richardson, the following: Joseph E 
Mills; H. E. Pape, American Tube & 
Stamping Plant, The Stanley Works, 
Bridgeport; William T. Roach, Eastman 
Kodak Co., Rochester; R. W. Seipel, 
Texas Electric Service Co., Ft. Worth; 
Walter H. Wenzel, the Vilter Mfg. Co., 
| Milwaukee. 


Frank D. Bryant, Standard Oil Co. of | 


California; Walter C. Burch, Toronto 


Hydro-Electric System, Toronto; L. M. | 


| Crosby, Dail Steel Products Co., Lan- 
sing; W. M. Kerrick, The Mengel Co., 
Louisville, Ky.; Frank A. Lott, Refiners, 
Inc., Dayton. 


SECOND ANNUAL DISPLAY 


ALLENTOWN, Pa.—More than 12,000 
people attended the second annual Elec- 
tric Refrigeration Show of the local 


in which 15 dealers participated. 

Reports showed that 800 prospects 
were secured, and 31 sales made from 
| the floor. A cooking school held at the 
|same time, was attended by more than 
/1,000 women. Westinghouse and Gen- 
| eral Electric companies each furnished 
a complete electric kitchen. 

The leading editorial in the Allentown 
Chronicle & News on the first day was 
given over to the progress and advan- 
tages of electric refrigeration. 


ALLENTOWN BUREAU HOLDS 


Electric Refrigeration Bureau recently, | 


Accepts Challenge, 
Wins Pen 


NILES, Mich.—R. L. Fitch, Gen- 
eral Electric refrigerator salesman 
in South Bend, Ind., called at the 
store of Paul Thayer, dealer in 
Niles the other day, to purchase a 
fountain pen. 

The pen he selected was priced at 
$12, which Fitch thought much too 
high. 

“O.K.,” said Thayer. “If you'll sell 
a refrigerator to this woman,” 
pointing out a woman who had just 
entered the store, “you can have 
the pen for nothing.” 

Fitch opened fire on the prospect, 
and soon handed an order for an 
8-67 to Thayer, in exchange for the 
pen. Thayer’ reported that he 
learned so much about selling re- 
frigerators from Fitch’s sales talk 
that he went out the same night 
and sold another General Electric. 


KELVINATOR STARTS 
DELUXE SALES DRIVE 


DETROIT — Kelvinator household 
salesmen will concentrate on the sale of 
DeLuxe models during a contest which 
has recently been presented to distribu- 
tors and dealers. The contest will close 
Sept. 30. 

The contest is designed to go after 
the “quality” business, which Kelvinator 
Corp. feels is being neglected because 
of trends toward “price selling.” 

For every DeLuxe model which the 
dealer buys, he is entitled to make up 
a list of 10 selected prospects, which 
list will be sent to his distributor. To 
each of these prospects will be sent a 
personally addressed letter bearing the 
signature of G. W. Mason, president of 
Kelvinator Corp. 

The letter will say a few words about 
DeLuxe Kelvinator models, and will 
pave the way for a call from the Kel- 
vinator representative in that district. 
The dealer will be notified when the let- 
ter is sent, so that he may follow up 
immediately. 

Following the letter, the salesmen will 
call with an individualized DeLuxe pre- 
sentation which has been specially de- 
signed for the contest. In_ portfolio 
size, with a blue cover, this presenta- 
tion contains a letter hand-signed by 
the salesman; a full-color illustration 
of a DeLuxe model, and a reproduction 
of a fine Whistler etching, which is 
suitable for framing. 

At the time he presents this folder, 
the salesman will attempt to make an 
appointment for an evening call, and 
will give his closing talk at that time. 

Prizes in cash will be awarded in the 
contest, which will be in the form of a 
“golf tournament.” The clubs are fur- 
nished, the announcement says, consist- 
ing of “4-zone cold, 18 years of experi- 
ence, economy, world’s fastest freezing.” 

Large wall charts of a golf course will 
be posted as a means of recording the 


BUFFALO DISTRIBUTOR FOR 
BUCKEYE APPOINTED 


BUFFALO—Domestic Industries, Inc., 
has appointed the Domestic Sales Co., 
1661 Main St., as distributor for Buck- 
eye electric refrigerators in this terri- 
tory. Ben Kulick is president of Do- 
mestic Sales Co. 


“shots” of the various salesmen, and 
bulletins in golfing terms will be issued 
from time to time. 


NEW MEMBERS JOIN PATENT 
LAW ORGANIZATION 


WASHINGTON, D. C.—Joseph Dugan 
and Henry S. Morton, former members 
of the examining corps, U. S. Patent 
Office, specializing in electrical, refrig- 
eration, and chemical patents, have be- 
come associated with the firm of Mason, 
Fenwick & Lawrence, patent and trade- 
mark lawyers. 

The firm, which is 71 years old this 
spring, is located at 726 Woodward Bldg., 
Washington, D. C. 


REX COLE SALESMAN GETS 
10 ORDERS IN 1 DAY 


NEW YORK CITY—A. W. Zolpac, re- 
tail salesman in the Flushing display 
rooms of Rex Cole, Inc., metropolitan 
General Electric refrigerator distributor, 
sold 10 General Electric refrigerators in 
eight hours, one day last week while 
participating in the Jean DeJen Eight- 
Day Retail Drive for 500 General Elec- 


tric refrigerator sales. 


DEALERS! 


FREEZING 
with this 


labor. 


sales volume. 


equipment. 


44 Beaver Street 


Temperature of INTERIOR OF CABINET 
COMPARTMENT 


U. S. PORTABLE THREE THERMOMETER PANEL 


HIS device placed on top of refrigerator enables you to show your pros- 
pects the difference in these three temperatures and makes it easier for 


your showroom demonstrators to close sales. 


No alteration to the cabinet or mechanism 


Many of the country’s most successful dealers are employing this convincing 
demonstration to prove the efficiency of their refrigerators and speed up 


Order today — PRICE $10.00 prepaid 


E ALSO manufacture individual cabinet temperature thermometers as 
well as panels containing the same three instruments as above described, 
for original and permanent installation by the manufacturer. 
refrigerators of tomorrow will include Indicating Thermometers as standard 


UNITED STATES GAUGE CO. 


DEMONSTRATE 


ROOM 


and 


no holes to drill—no installation 


The mechanical 


New York 
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40,000 ATTEND SHOW 
OF PORTLAND BUREAU 


PORTLAND, Me.—More than 40,000 
people attended the spring Electric Re- 
frigeration Show, sponsored by the Port- 
land Electric Refrigeration Bureau re- 
cently. 

The show was held in conjunction 
with the annual Food and Home Prog- 
ress Exposition, a local enterprise for- 
tered by the Portland Publishing Co., 
which owns three of the four Portland 
newspapers. All 14 members of the bu- 
reau used liberal advertising space, the 
bureau reports. A special 12-page sec- 
tion was used in the Sunday Telegram 
the day before the show opened. 

The entire expense of the show was 
borne by the bureau members individ- 
ually, the bureau’s budget appropriation 
being saved for the fall show to be held 
during Electric Refrigeration Week. 
Roy E. Holden, commercial manager of 
the Cumberland County Power & Light 
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Radio Executives on Vacation 


Powel Crosley, Jr., president of Crosley Radio Corp., and his wife take 
E. F. McDonald, president of Zenith Radio Co., and his wife, on an air tour. 


Co., and chairman of the bureau, was 
in general charge. 


refrigeration “on the air” through a 


br 


tion WCSH. 


The Portland bureau keeps electric 


‘oadcast four times a week from Sta- 


How To Get Prospects 


As Told By J. E. Fanning, Toledo Edison Co. 


By Phil B. Redeker 
TOLEDO—A church “bake” sale to 
raise financial means for the support 


PROFESSIONAL SERVICE 


of a parish may seem quite remote from 


the promotion of electric refrigerators 
and ranges, but J. E. Fanning, man- 
ager of the merchandising division of 
the Toledo Edison Co., has coordinated 
the work of these two diverse enter- 
prises for the apparent benefit of both. 

These “bake” sales put on by various 
churches are now proving to be perhaps 


Testing Laberatory 
For refrigerators 
and refrigerating equipment 


George B. Bright Co. 


Refrigerating Engineers and Architects 


2615 12th St., Detroit, Mich. 


the leading method of educating Toledo 


women to the advantages of electric 
cookery and electric refrigeration, Mr. 
Fanning believes. 

The development of this work can be 
traced back to an idea that germinated 
in Mr. Fanning’s brain when he was 
approached some time ago by a repre- 
sentative of a church asking for per- 
mission to use one of the Toledo Edi- 
son’s retail stores for the day of its 
sale. (This was the usual custom.) 


Electrical Testing Mr. Fanning complied with the re- 
quest gladly. When he began to think 


Testing Service 


for Domestic and Commercial 
Electrical Refrigeration 


Testing and experimental 
laboratory service for Man- 
ufacturer, Distributor, Cen- 
tral Station. Test data ex- 
clusive property of client. 


Laboratories the matter over later, he questioned 
ki 80th St. & East End Ave. himself on the possibilities of creating 
no NEW YORK some closer tie-up with these affairs 


yest 


than the mere matter of having them 
in his retail stores. 


Dealers iA You need these 


\g 


Batson Woot 


Woop CONVERSION COMPANY 


New York, 3107 Chanin Bidg: 


i? os The thought struck him that the 
church ladies might sell more goods if 
they were equipped with refrigerators 
for storing and ranges for cooking the 
product, right at the point of sale. Such 
a system would make possible the sale 
of fresh-baked goods, draw greater at- 
tention, and at the same time provide 
a means of displaying the efficiency of 
electric refrigeration and cookery. 

He explained his idea to the chair- 
woman of the “bake” sale, and she fell 
in accord with it. 

Three ranges and a like number of 
refrigerators were placed in operation 
on the day of the sale; the parish 
women brought their mixtures, did the 


“Le Finest duality Enamel. 
# =6PRICES RIGHT. 
orders filled prompt! 


MAYFLOWER DISTRIBUTOR 
EXECUTIVES VISIT PLANT 


DAYTON—Executives of the Radio 
Distributing Co., distributor of Mayflow- 
er electric refrigerators, paid a two-day 
visit to the Trupar Mfg. Co. headquar- 
| ters recently, to become better acquaint- 
led with officials and manufacturing pro- 
}cedure there. 

George N. Tobias, general manager 

of the Radio Distributing Co., and Lyle 
| Pratt, Mayflower Michigan representa- 
| tive, led the group, which included Sales- 
| men Maurer, Eggeman, Auerback, Har- 
per, Sparks, MacNamara, Wade, Langs, 
j}and Buell. 
A trip through the factory conducted 
|by J. E. Saum, was followed by dinner 
lat the Van Cleve Hotel, where W. M. 
Myers, treasurer, was host. The fol- 
lowing day the group toured the Rex 
Mfg. Co. plant in Connersville, to see 
cabinets made. Edgar Myers, of Rex, 
|conducted them through the plant. 


12 REFRIGERATION DEALERS 
SPONSOR ELMIRA SHOW 


ELMIRA, N. Y.—Twelve local refrig- 
|erator dealers cooperated recently dur- 
ing “Electric Refrigeration Week” here, 


MANUFACTURERS CF METAL SPECIALTIES SINCE 1002 


CINCINNATI. 4 


Insure deliveries with- 
out scratched or brok- 
en enamel. Write for 
prices. 


Sealed Slabs’ 
VYODORLESS 
SANITARY — 
Completely petintecters 


| windows, and keeping their stores open 
| during the evenings. 
| Truck banners and tire covers, pro- 
|vided by bureau headquarters, were 
|}used, and the local electric refrigeration 
bureau joined the dealers in double- 
page advertising spreads twice during 
the week. 
In the neighboring city of Bingham- 
} ton, 20 local dealers joined in a double- 
|page spread in the Press during the 
Industrial Sales Offices: ones week. 
CHICAGO, 360 N. MICHIGAN AVE. | Both bureaus were formed only two 
|months ago; more than 350 refrigera- 
Detroit, S15 Stephenson Bidg; |tors were sold in the two towns during 
San Francisco, 149 California St. the month of April. 


Refrigerator Insulati 


by specially decorating showrooms and | 


cooking, and sold more than twice the 
dollar volume of goods ever sold at such 
a venture heretofore. 

The word of this success spread, and 
soon church organizations were literal- 
ly clamoring for the cooperation of the 
Toledo Edison Co. merchandising divi- 
sion in putting on such sales. 

The affairs are arranged in a manner 
designed to disseminate a maximum of 
education and promotion relative to the 
uses of range and refrigerators. 

It is stipulated that the women must 
do the cooking themselves. The home 
economics director for the Toledo Edi- 
son Co. acts as supervisor of the cook- 
ing operations, and as instructress, but 
the women bring their own mixtures, 
put them in the oven, and see that the 
cooking is properly done. 

While the mixes are being stored in 
the refrigerator, and the cooking going 
on in the range oven, the home eco- 
nomics director has the opportunity to 
explain the advantages of electric cook- 
ery and preservation of food through 
electric refrigeration. 

These “bake” sales are not always 
held in retail stores of the Toledo Edi- 
son Co. Sometimes the church group 
cooperates by holding them in the church 
basement, or in some special club room. 
To compensate the church group for use 
of the hall and power, the Toledo Edi- 
son Co. pays the group holding the sale 
10 cents per person for each woman at- 
tracted to the place. 

Wherever the sale is held, a salesman 
or the home economics director takes 
the names of all those interested in 
electric ranges or refrigeration, and 
these are carded as first-rate prospects. 

This method of promotion has been 
found particularly successful in small 
towns which have no supply of natural 
gas, the better class of people being 
generally very interested in the range 
proposition. 


105 Norge Units 
Sold in 1 Day 


| NEW YORK CITY—A one day’s 
| mark of 105 sales was hung up on 

May 1 by the World Utilities Corp., 
Norge New York distributor, ac- 
cording to a communication re- 
ceived from H. A. Brennan, World 
Utilities president. 


| 


“SKYLOON’ DERBY CONTEST 
HELD BY NORGE DEALER 


| READING, Pa.-A “skyloon” air 
| derby contest, being carried on in co- 
|}operation with the Warner’ Bros. 

theatres in Reading, has been used as 

a means of getting prospects and pub- 
|licity by Harold’s Furniture Co., dealer 
|for Norge refrigerators in Reading, 
| Philadelphia, Allentown, and Lancaster. 
A skyloon is a sausage-shaped bal- 
| 


loon. Children attending the Warner 
shows between May 7 and 13 were pre- 
sented with a coupon entitling them to 
|} obtain a skyloon at the Harold store. 
| The coupon was to be filled in with the 
name and address of the participant, 
together with the signature of one of 
the children’s parents. 

The children congregated in a public 
| square and formed a parade through the 
business district to the Harold store, 
| where the “skyloons” were inflated with 
hydrogen, and sent up into the air. 
| To each skyloon was attached a re- 
{turn postcard requesting the finder to 
| fill out the information desired: city or 
| town where the balloon descended, time, 
|ete. The contestant whose balloon de- 
|scended at the farthest point from 
|Reading was the winner of the air 
| derby, and was awarded a cash prize. 

Norge refrigerators were exhibited in 

the Warner Bros. theatres, and details 
of the contest were given from the 
screen during the period. During the 
same time, the Harold store had a 
special Norge exhibit on its sales floor. 


BUYER’S GUIDE | 


Manufacturers Specializing in Service 
to the Refrigeration Industry | 
SPECIAL ADVERTISING RATE (this column only) —$12.00 per space. | 


Payment is required monthly in advance to obtain this special low rate. 
Minimum Contract for this column—13 insertions in consecutive issues. 
All advertisements set in uniform style of type with standard border. 
Halftone engravings of 100-line screen, either outline or square finish. 
No reverse cuts or heavy black effects. No charge for composition. 


Save one man on deliveries. Make heavy lift- 
ing easy—quick. Eliminate damage to cabinets 
floors—walls. , 


X-70 REFRIGERATOR TRUCKS 
4 Fit all cabinets, with or without legs, or in the 
Is\ crate. Capacity, 1,200 lbs. All steel frame, 4” 
4 rubber tired wheels, one truck with top casters 
4 and handles for tilting and rolling into delivery 
truck and on the stairs. Only pads touch cabi- 
net. Last a lifetime. Complete set $34.50. Ball 
y bearing swivel casters on one end, $5 extra. 
of X-60 REFRIGERATOR TRUCKS 
; Handle leg cabinets only. Per set, $31.50. Spring 
\ steel hooks to convert into X-70 available sepa- 
rately. Ball bearing swivel casters on one truck, 
$5 extra. 

FINDLAY REFRIGERATOR TRUCKS 
For leg cabinets only—padded steel frames—4” 
rubber tired wheels. Per set, $18.00. 
Manufacturers of Trucks for 32 Years 


SELF-LIFTING PIANO TRUCK CO. 
FINDLAY, OHIO 


FROSKIST WATER COOLERS 


Pressure Type 
Direct Expansion 


Sizes 5 Gal. to 100 Gal. 


For use with F12, Sulphur Dioxide, Methyl 
Chloride, and Ammonia 


H. C. PARKER, LTD. 


2600 Santa Fe Ave. (Factory), Los Angeles, California 
510 Larkin Street, San Francisco, California 
392 Clifton Ave., Newark, New Jersey 


_ HOOSIER PARTS 


Complete — Assembled — Packaged — 
Ready for shipment in your Refrigera- 
tor. Typical 28-cube tray shown is 
aluminum with patented Alumilite 
Anodic treatment and chrome plated 
handle—size overall 511/16” wide by 
101/4” long by 15/8” deep with 
6 7/16” x 115/16” Handle. Many other 
sizes and styles. Write for details. 


Dessert Trays -Defrosting Pans 


HOOSIER LAMP & STAMPING CO., EVANSVILLE, IND. 


SURECOLD 


$99.50 Retail Price 


Porcelain lined cabinet. 
Simplified condenser with only three 
moving parts. 

A better job that’s more for the money. 


The Warner Steel Products Co. | 
Ottawa, Kans., U.S.A. 


Fruit & Vegetable Baskets 
Mechanical Springs 
Wire Food Shelves 


We give prompt service and excellent workmanship. 
Send us your inquiries. 


L. A. YOUNG SPRING & WIRE CORP. 


Detroit, Mich. 


Electrical Refrigeration Parts 
and Supplies 


We Carry in Stock: 


COMPRESSORS—EVAPORATORS—THERMOSTATS—VALVES AND FIT- 
TINGS—THERMOSTATIC AND AUTOMATIC EXPANSION VALVES— 
COPPER TUBING—CONTROLS—AND MANY OTHER PARTS 


Melchior, Armstrong, Dessau Co. 


116 Broad Street, Telephone Bowling Green 9-8870, New York, N.Y. 


YOUR ADVERTISEMENT 


in this Buyer's Guide Column will be seen by distributors, dealers 
and refrigerator manufacturers throughout the entire world. 


SPECIAL LOW RATES 


make it easy to keep industry buyers constantly informed of your 
products and service. 


Electric Refrigeration News 
550 Maccabees Bldg. Detroit, Mich. 
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A big waiting market for 
Commercial Refrigeration Equipment 


BOTTLE 
COOLERS 


Five Models for Your Commercial Compressor Units. Now is the season to 
“cash in” on this sure market. 
Ask for Catalog “‘R’’ and tell us what line of commercial compressors you handle. 


S&S PRODUCTS CO. 15 Ree St. LIMA, OHIO 


Exclusively Bottle Cooler Manufacturers 


Manufacturers and Assemblers of Elec- 
tric Refrigeration! Investigate Brunner 
Engineering Service. Equipment per- 
formance and production economy high- 
ly effective. Get the complete Brunner 
story. Refrigeration Division, Brunner 
Manufacturing Co., Utiea, N. Y. 


HIGH SIDES and COMPRESSORS by BRUNNER 


| 
| 
| 
| 
| 


Delivery--W arehousing Service 
We are specialists in warehousing, delivering and installing all 
types of Domestic and Commercial Refrigerators. 


Our Warchouse is Fireproof, steam heated and 
protected by sprinkler system. We have our 
own Railroad Sidings. 


Rates Are Nominal 


Correspondence and Inspection Invited 


M. & L. CO. 


177 Pacific Street, Brooklyn, N. Y. 
168 E. 33rd St. New York City 711 E. 139th St. 


Specially designed 
REFRIGERATOR COVER and 
CARRYING HARNESS 


Form-fitting covers made of canvas outside—moleskin lining in- 
side—with thin felt filling, firmly stitched. Impossible to rip. 
The “E-Z" Lift web harness eliminates strained backs and delivers 
the heaviest refrigerator with a minimum of effort. Easy grip. 


Web Harness—$7.00 Complete 
Covers—$8.00, $10.00 and $12.00 


America’s largest pad manufacturers 


NEW HAVEN QUILT & PAD CO. 


80-86 Franklin St., New Haven, Conn. 


REQUESTS FOR 
INFORMATION 


Please refer to the 1932 Refrigeration 
Directory and Market Data Book for 
a complete list of all manufacturers of 
refrigeration equipment, parts, mate- 
rials, supplies and accessories; also for 
all available statistical data on sales 
of refrigeration equipment, distribution 
methods, etc. 

To obtain a copy of this book send 
$2.00 to Business News Pub. Co., 550 
Maccabees Bldg., Detroit, Mich. 

Advertisers will be given preference 
in published answers to requests for 
buyer’s guide service, but a complete 
list of all known suppliers will be 
mailed if stamped, self-addressed en- 
velope is enclosed with inquiry. 

Readers who can be of assistance 
in furnishing correct answers to in- 
quiries, or who can supply additional 
information, are invited to address 
Electric Refrigeration News, mention- 
ing query number. 


Reliability of Machines 

Query No. 794—‘We would greatly 
appreciate your giving us any informa- 
tion you may have regarding the type 
and reliability of the machine manufac- 
tured by the Rice Electric Refrigeration 
Co., Sperry Building, Brooklyn. We 
would also appreciate your telling us 
anything you might be able to tell us 
concerning this company.” 

Answer—We do not attempt to give 
engineering advice or pass judgment on 
various makes of machines. The situa- 
tion of an industry publication, serving 
dealers who buy in large quantities, is 
not parallel to that of general publica- 
tions serving retail customers. Where 
the retail buyer cannot afford to make 
investigation, the dealer is a quantity 
buyer, in a position to demand support- 
ing evidence from the manufacturer. 
Since each dealer has different require- 
ments, it would be difficult for us to give 
such a service. 


Air Conditioned Refrigerators 

Query No. 795—“We have had several 
reports from different sections of the 
country that ‘air conditioning’ is fast 
becoming a standard feature in the 
household type of refrigerator. If you 
can give us any information as to the 
developments along this line, it would 
certainly be appreciated.” 

Answer—Tricold, Uniflow, and Mo- 
nawk refrigerators advertise this fea- 


TO THE CANADIAN TRADE 


You can get quicker delivery at lower cost by ordering from us 


We carry in Stock 


COMPRESSORS—COMPRESSOR UNITS—NON-FROSTING COMMERCIAL 
COILS—BOILER TYPE COILS—COPPER TUBING—FLARE AND SOLDER. 
ING FITTINGS—THERMOSTAT AND PRESSURE CONTROLS—DEHY- 
DRATED OIL—AND MANY OTHER PARTS. 


THE ARCTIC ICE & FUEL CO., 


Winnipeg, Man. 


LIMITED 


... it you want the facts 


and figures about refrigeration 
... get your copy of the 1932 
Refrigeration Directory and 
Market Data Book .. . 470 
pages of names and addresses, 
charts and tabulations . . . all 
the available statistical and 
buyer’s guide information . . . 
order now, only $2.00 per copy, 
postpaid in U.S... add 50 cents 
for foreign postage .. . address: 
Business News Publishing Co., 
550 Maccabees Bldg., Detroit. 


The development is similar to that 
which is widely used in commercial ap- 
plications, and consists of using an 
evaporator having a large surface. The 
cooling surface is extended by the use 
of fins or “plates” surrounding the food 
storage compartment. By using extra 
surface on the evaporator, the compart- 
ment may be cooled sufficiently without 
running the very low temperatures re- 
quired for an evaporator of small sur- 
face area. If the temperature is kept 
above the freezing point, there is no 


frost accumulation or excessive dehydra- 


tion of food. 


Sales Figures 
Query No. 796—“We would like to 
know how many electric refrigerators 
were sold last year and the number of 
different makes and quantities of each 
sold.” 


Answer—aAll sales statistics obtainable | 


were printed in the 1932 REFRIGERATION 


DireEcTorRY and MARKET Data Book; the | 
statistics are all totals, however, as in- | 


THE CONDENSER 


PAYMENT IN ADVANCE is required 
for advertising in this column. The 
following rates apply 

POSITIONS WANTED~—Fifty words 
or less, one insertion $2.00, additional 
words four cents each Three inser 
tions $5.00, additional words ten cents 
each. ALL. OTHER CLASSIFICATIONS 

Fifty words or less, one insertion 
$3.00, additional words six cents each 


Three insertions $8.00, additional words 
sixteen cents each. 

| REPLIES to advertisements with box 
| numbers should be addressed to the 
box number in care of Electric Refrig 
| eration News, 550 Maccabees Building 
Detroit, Mich 


POSITIONS AVAILABLE 
SEE display advertisement at bottom of 
this column 


| 
POSITIONS WANTED 


dividual company sales were not avail-| TESTING ENGINEER: Graduate Mechani- 


able. 


Tests on Refrigerators 


| cal Engineer thoroughly experienced in test- 
|} ing household and commercial refrigeration 
equipment. Specially qualified to design, 
build, or operate calorimeters. Capable of 


Query No. 797—‘We have had an in-| Starting test department for small company, 
quiry from one of our members who | °° doing special test work for large concern. 


contemplates the purchase of electric re- 
frigerators for some of the properties 
under his management, asking us for 
data on any tests which have been run 
to show the efficiency or relative merits 
of the various types of electric refrig- 
erators on the market. If the informa- 
tion is available, we would appreciate 
your allowing us to review it.” (Trade 
association.) 

Answer—We have not published any 


data on tests showing the relative eff | 


ciency or merits of the various types of 


electric refrigerators. Such tests have | 
been made by private laboratories, but | 


the data is not made public. 


FRIGIDAIRE SALESMAN 
SELLS CHAIN MARKET 


WATERBURY, Mass.—Gordon Mc- | 


Cuen of the Connecticut Light & Power 
Co. recently completed two years of 
sales work with a chain of 11 meat 
markets. 

He sold 11 compressors, 11 commer- 
cial coils and one household model for 
the personal use of the owner. The 


ture, and a new Gibson model has it.' equipment sold was Frigidaire. 


Export of Refrigerators 


March, 1932, Shipments Reported by the Bureau of Foreign 


| Also qualified for Sales Engineering posi- 
| tion. Age 24. Good references. Box 467. 


| SALES EXECUTIVE. Seven years’ experi- 
} ence in refrigeration has brought me in con- 
tact with every major electric utility op- 
erating and holding company in the United 
States. Also acquainted with electrical dis- 
tributors and jobbers on national scale. Now 
employed by one of the largest electrical 
| manufacturers. Reason for desiring change 
|can better be explained through personal 
interview. Box 459. 


REFRIGERATION ENGINEER Several 
| years’ experience in low-side design with 
one of the best known manufacturers of 


ammonia machines. Have also had sales ex- 
, 

| perience with well known insulation com 
pany University graduate in mechanical 


engineering Desires permanent connection 
Address Box 464 


DEVELOPMENT and Production Engineer 
with experience in refrigeration. Ten years’ 
experience in tools, jigs, fixtures and gauges 
for high speed interchangeable manufacture 

can take charge Recent experience = in 
development work and refrigeration prob 
lems. Technical training. References. Box 
165. 


EQUIPMENT FOR SALE 


1931 Copeland Condensing Units: 2—RW. 1 

| R, list price, $250 each. 1 Copeland Electric 
Sign manufactured by Flexlume Corp.—8 ft. 
long by 2 ft. 11 in. high. Blue Duco Back 
with white letters Our cost, $300.00 No 
| reasonable offer refused Write for further 
| particulars Refrigerator Sales & Appliance 
| Corp., Servel Commercial Distributors, 92 
= St., Boston, 
| 
| 


EQUIPMENT WANTED 


WANT to buy \%-hp. Iroquois compressor 
| units. Will pay cash. State size, quantity 
you have, and price. Munn & Cassaday 
Co., 910 Grand Ave., Des Moines, Iowa. 


SERVICE TRAINING 


REFRIGERATION SERVICE TRAINING in 
five weeks. A practical, concise and compre 
hensive course to prepare wide awake men 
of limited time for new opportunities. 
Theory, problems, trouble shooting, over 
hauling on all systems taught. Many come 
to our New York shop for practical experi 
ence. HERKIMER REFRIGERATION IN 
STITUTE, 1819 Broadway, New York City 


PATENT RIGHTS FOR SALE 


78 | FRENCH INVENTOR wishes dispose United 


States and Canadian patent rights covering 
electric Commercial refrigeration unit espe- 


cially adaptable for restaurants and the 
retail trade that embodies the latest develop 
ments Simplicity, Efficiency, Safety, Mini 
mum cost of manufacture and operation, in 


use in Europe and the tropics. Box 467 


Experienced Refrigerator Salesmen 
Wanted. Large manufacturer of popu- 
lar priced refrigerator expanding dis 
tribution nationally wants salesmen in 
all territories to call on dealer trade 
Profitable COMM ssion proposition 
Write age and full details of experience 
box 166, ELectrric Reericeration News 


ICE-O-MATIC NUMBER OF 
NEWS-O-MATIC ISSUED 


BLOOMINGTON, Ill.-A special Ice 
O-Matic edition of the Williams News-O 
Matic made its first appearance last 
week 


Until now the News-O-Matic” has 
been devoted chiefly to oil burner news 
The new publication, however, will be 
devoted exclusively to Ice-O-Matic ac 


tivities The two outside pages give 
news from the field and factory. The 
inside pages show advertising and sales 


promotion points, illustrations of models, 
and specification 


SOUTHERN DISTRIBUTOR FOR 
BUCKEYE APPOINTED 


ATLANTA~-Murphy & Cota has been 
appointed distributor for Buckeye elec 


tric refrigerators in a territory covering 
North and South Carolina, Georgia 


Florida, Alabama, Tennessee, Missis 
sippi, and Louisiana, according to an 
nouncement by Brower Murphy, senior 


|}member of the firm 


Mr. Murphy’s partner is John J. Cota 
Headquarters of the distributor are 70 


and Domestic Commerce 
Electric Commercial Parts for 
Electric Household Refrigerators Electric 
Refrigerators Up to1 Ton Refrigerators 
Number Value Number Value Value 
Austria SETYT CT ErT Aree ‘ 95 
Azores and Madeira Islands 2 $ 335 
Belgium weane os 157 53,298 75 $ 9,487 18,281 
Czechoslovakia . Deak 10 455 27 3,351 7,433 
Denmark chat ineh caaneaehs 41 2,493 20 2,057 1,713 
ED nswkt seks as eek beak OSS 2 136 28 
France ; ee 22,796 494 55,425 56,831 
Germany PaCS Re eae ETc 58 3,506 77 11,396 17,017 
Gibraltar witha antral seuss 1 260 
Hungary beeeai ; , 3 390 13 
Irish Free State... Rees 14 801 15 1,192 1,000 
i oes Pekka dba wmv eae ee eb 96 7,504 67 6,397 9,962 
Netherlands TT eT 52 4,302 60 7,758 1,432 
Norway ERMA ee ee ‘ i 277 9 895 1,928 
Poland and Danzig ke , 2 312 
Portugal : : 141 | 
Soviet Russia in Europe 
Spain ...... ‘ 12 1,860 279 | 
Sweden ; ‘ ; 115 9,653 40) 1,707 7.013 
Switzerland ; 135 13,515 38 5,247 7,478 
United Kingdom ; 392 18,882 150 13,494 10,637 
Canada ; 1,162 83,237 128 14,071 107,888 
British Honduras 15 
Guatemala 21 
Nicaragua 59 
|} Panama . 26 3,967 7 1,038 1,259 
Mexico . b 1,025 1 350 RH 
| Bermudas 11 1,237 7 1,013 623 
| Barbados H 605 
Jamaica . , 1,093 1 130 SH 
| Trinidad and Tobago 2 
| Cuba 38 726 5 41 949 
| Dominican Republic 7 958 oF 
| Netherland West Indies 2 220 2 113 12 
| French West Indies ] 183 
Haiti, Republic of 6 1,166 2 135 135 
Virgin Islands of U. S , l 240 
| Argentina iis wees j 856 28 5,737 l 
srazil 26 3,908 28 6,071 1, 4st 
Chile O12 
Colombia see 3 972 95 
Ecuador 10 
| Peru ; 6 163 12] 
| Uruguay ‘ 134 
Venezuela 14 1,818 5 730 260 
Aden 2 395 
British India 92 9,974 23 1,999 1,384 
3ritish Malaya 23 2,393 2 522 633 
| Ceylon 16 2,343 1 712 668 
| China Lace Tr 29 3,850 518 
| Netherland East Indies......... 73 10,342 17 5,328 1,316 
French Indo-China ‘ ‘ 16 1,730 
Hongkong ch eeeee 37 4,268 H S46 1,600 
Japan ; ‘ 4 396 a) 2,510 244 
| Kwantung wie. 21 849 
Philippine Islands 90 13,091 2 1,016 SIS 
Turkey ‘ 13 1,955 0 3,161 303 
| Australia ; 1 201 284 
| New Zealand ts 
| Belgian Congo ...... ‘ ; 3 592 1 363 216 
British East Africa ; 2 286 384 
Union of South Africa 90) 12,518 5 1,462 1.785 
| Other British South Africa 2 SOG 22 
Gold Coast 19 
Nigeria 21 
Other British West Africa 7) 
Egypt , i pee 23 3,337 342 
Algeria and Tunisia...... : 45 3,443 5 603 192 
Morocco ; . . 7 YSY 9% 1,107 2,773 
| Mozambique , iawke 22 
| Other Portuguese Africa 3 1,258 
Total ; wr 7 3,739 $318,417 1,687 $206,212 $275,293 
Shipments to Hawaii... wee oo $ 38,625 12 $ 2,543 $ 5,825 
\ Porto Rico pues 89 $ 12,187 6 $ 1,314 $ 952 


| Spring St., N. W., Atlanta 
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